Blastoff: Verizon Launches 8G 


First Next-Gen Network Covers Coasts, Olympics Site 


BY BRAD SMITH 
hird-generation services are here. The first operat- 
Te 3G network in the United States was expected to 
launch today, courtesy of Verizon Wireless. The 
CDMA2000 1XRTT packet-data network initially will 
cover 20 percent of the carrier’s nationwide footprint. 

The question now is whether customers will find the 
always-on, higher-speed data capabilities intriguing 
enough to subscribe to Verizon’s Express Network in 
mass quantities. 

The Express Network will launch first in three markets: 
along the Eastern seaboard from Virginia to Portland, 
Maine; in the San Francisco Bay/Silicon Valley area; and 
in Salt Lake City, home of the 2002 Winter Olympics. Be- 
cause of a quiet period surrounding its potential initial pub- 
lic offering, the carrier isn’t discussing the rest of the roll- 
out but has said in the past that it expects to complete it 
by the end of 2002. 

Adam Guy, senior analyst at the Strategis Group, says 
Verizon has a competitive advantage by being first out of 
the gate, especially because it is launching in regional mar- 
kets that offer subscribers on the East Coast service in 
Boston, New York City and Washington, D.C. He expects 
Verizon aggressively will roll out in other markets and that 
the carrier will do it in regional chunks rather than metro- 
politan areas alone. 

Verizon’s launch on a market-by-market basis puts it 
ahead of Sprint PCS, which plans to launch its 1X net- 
work nationwide this summer. The 1X technology, which 
potentially will provide data rates of 144 kilobits per sec- 
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Cingular's “cleanup” leads to 
lower-than-expected subscnber 


adds. See Page 6. 


JP Mobile looks to give RIM a run for 
the money with a new e-mail service. 


Nextel Begins 
Outsourcing Blitz 


BY SUE MAREK 

ireless operators have fostered 

a reputation for closely guard- 

ing their business practices, 
particularly their relationships with 
their customers. But with financial 
pressures mounting and Wall Street’s 
new focus on profitability, more car- 
riers are outsourcing some of their 
basic business functions in an effort to 
reduce costs and enhance revenue. 

“Wireless is becoming a mature busi- 
ness rather than a growth segment,” says 
Roger Entner, head of the Yankee Group’s 
wireless mobile services unit. “These car- 
riers have to squeeze more money out of 
the same old thing and outsourcing is a 
time-proven way of doing it.” 

Nextel Communications Inc., in par- 
ticular, is embracing this philosophy. 
In the past two weeks the company has 
inked two major outsourcing deals that 
are expected to reduce the company’s 
costs by more than $1 billion over the 
next five to eight years. “We will do 
outsourcing as it makes sense,” says 
Nextel spokeswoman Audrey Schae- 
fer. “The company is always looking 
to improve value to its customers, em- 
ployees and stockholders.” 

The more lucrative of the two deals 
is an eight-year, $1.2 billion outsourc- 


continued on page 8 


Vendors Look For Opportunity 


BY DEBORAH MENDEZ-WILSON 
tactical courtroom victory by two 
Ase consumers could put fur- 
ther pressure on AT&T Wireless and 
other carriers already facing criticism over 
how they treat customers. 

In a lawsuit that won class action sta- 
tus last week, William Lester Jr. and An- 
thony Vastano accuse AT&T Wireless of 
adding roaming charges to their bills the 
month after the calls actually were made, 
forcing them to pay penalties for minutes 
that went beyond their fixed-rate plans. 
Their attorneys argue the practice consti- 
tutes “off-cycle billing.” 


BY MARGO MCCALL 
ith little excitement building so 
far over next-generation wireless 
devices and services, the compa- 
nies that make the 
industry’s phones 
and infrastructure 
have pushed their 
rebound hopes 


back to the second half of the year. 
Coming off what Motorola CEO Chris | 
Galvin calls “one of the most difficult years” | 
in telecom industry history, manufacturers 
still are unsure 
whether this year 
will be much bet- | 
' ter. Most forecast 
a tough first quar- 
ter followed by a 
strong second half, 
driven by enthusi- 
asm for 2.5- and 
third-generation 


’ i “= services. 
. = continued on page 8 


Equipment makers 
hope doors to 
financial stability 
will open during 
the second half 
of this year. 
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Consumers are using lawsuits to point fingers at 
carriers. The latest defendant? AT&T Wireless. 
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_Linchpin For Wireless Growth 


pected to hit the 70 percent penetra- 

tion “wall” in the United States. Cur- 
rently hovering near 40 percent, penetra- 
tion is projected to increase significantly 
over the next three or four years, then grow 
more slowly through the end of the decade. 
One thing is certain, though: Today’s wire- 
less networks will continue to grow as car- 
riers struggle with the demands of adding 
new subscribers, ever increasing minutes of 
use and the challenge of maintaining high 
average revenue per user. 

Wireless growth will fuel continued spend- 
ing on infrastructure, and current conditions 
indicate outsourcing will be the linchpin that 
makes it happen. The outsourcing trend is dri- 
ven by three strong pressures: 1) today’s econ- 
omy; 2) competition among carriers; and 3) 
investor expectations. To meet these chal- 
lenges, carriers, original equipment manu- 
facturers and tower companies are re-exam- 
ining their ways of doing business and fo- 
cusing on their core capabilities. 

As we go forward, carriers will begin to 
focus exclusively on customer acquisition and 
retention. OEMs will devote their resources 
to research and development and “selling 
boxes.” Tower companies will shift their at- 
tention away from new builds and concentrate 
on services and lease-up that will generate 
asset payback. Major contractors will contin- 
ue to focus on project management 
but will partner with smaller, spe- 
cialized firms to complete projects 
quickly and efficiently while main- 
taining the highest quality standards. 
In each case, a sharper focus will si- 
multaneously enhance quality and 


RB y 2010, the wireless industry is ex- 


SOUND OFF! 


need for a wide array of infrastructure ser- 
vices ranging from traditional site develop- 
ment, implementation and operations to an 
increasing list of nontraditional services such 
as network operations, maintenance and per- 
formance. However, since selecting the right 
service provider is crucial to assembling a 
strong infrastructure, it should be done with 
great care. Following are some guidelines to 
make the selection process easier. 

Choose a fully integrated provider. The 
service provider segment is extremely frag- 
mented and while there are few truly inte- 
grated providers, finding one is paramount 
to successful outsourcing. Selecting an in- 
tegrated service provider helps ensure end- 
to-end coordination, accountability and 
quality. 

Choose a company with the full scope of 
resources to do the job. Such a company 
must have sufficient expertise and manpow- 
er, either in-house or through established 
strategic partnerships, with a seamless track 
record of successful collaboration. 

Choose a company with the financial re- 
sources and stability to handle the project. 
Large projects dictate the need for a well-cap- 
italized company with a healthy balance sheet. 

Choose a company that consistently ex- 
ceeds client expectations. A demonstrated 
commitment to excellence is the best guar- 
antee of satisfaction. Make sure references 


which do you find the most important? 
a) Mobile phone b) Messaging device 


Motorola recently rolled out a combined phone 
and messaging device. Meanwhile, Nokia says it 
will unveil 20 new mobile devices in the first 
half of 2002. In this flood of new gadgets, 


BY BILL D’AGNOSTINO JR. 


are up to date and take the time to check them 
out. The old adage that “you’re only as good 
as your last project” remains true. 

Choose a company that demonstrates its 
commitment to keeping pace with the lat- 
est technology. As technology migrates, data 
emerges and new products are introduced, 
expertise demands will become exponen- 
tially greater. Only a company committed to 
ongoing training and education for every 
member of its team will be equipped to meet 
the challenge. 

Throughout the course of industrialized 
world history, great advancement always has 
been accompanied by great change. As we 
look at today’s fragmented service provider 
landscape, we can foresee a great deal of con- 
solidation over the next few years. Those 
companies that broaden the scope of 
services they provide, maintain a po- 
sition on the cutting edge of tech- 
nology, and anticipate the emerging 
needs of carriers, OEMs and tower 
companies will be the leaders of to- 
morrow. 
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9 AU.S. COURT OF APPEALS 
clarifies details of CALEA, a 
decision that one analyst says 
‘frees up carriers a little! 


10 PALM FIGHTS BACK 
against handheld insurgents 
with its brand-spankin’-new 
i705 for the enterprise market. 


11 PCIA UNFOLDS A FULL 
tower agenda that aims to 
address homeland security and 
historical properties issues, 
among others. 


13 THE WOZ GOES WIRELESS 
Apple Computer co-founder 
Stephen Wozniak ditches retire- 
ment to start up Wheels of Zeus. 


profitability. 

This tight focus also will mean 
that integrated service providers 
will be called upon to fulfill the 


c) Handheld PDA d) Phone/PDA combo. 

To voice your opinion, go to WirelessWeek.com 
and click on “Poll” on the right-hand side of the 
home page. 


Bill D’Agnostino Jr. is president 
and CEO of integrated services 
provider Mericom Corp. 


Carriers are pouring money into next- 
generation network upgrades. But 
until they also upgrade their billing 
systems, it’s unlikely they will bene- 
fit much from the new networks. 
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NOKIA’S VERTU STARTS A REVOLUTION 
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Nokia Seeks To Create A Tornado Effect 


BY PEGGY ALBRIGHT 

RVING, Texas—The pow- 
I: that be at Nokia have a 
new metaphor to describe 
how they plan to help operators 
drive revenue in the mobile In- 
ternet world: service tornadoes. 
The company is using the con- 
cept to distinguish the mobile In- 
ternet business environment from 
voice, which basically is a single 
application with a very long-term, 
profitable life cycle. On the other 
hand, the mobile Internet will fea- 
ture a succession of applications 
and services that will come to 
market individually, pick up mo- 


‘Wireless In Style’ 
Deadline Jan. 31 


Wireless Week is seeking 
entnes for “Wireless In Style 
2002,” its fourth annual collec- 
tion of graphically creative, 
groundbreaking and memorable 
industry advertising and market- 
ing promotions and innovative 
product design and packaging. 
Submissions must be post- 
marked by Jan. 31, and the win- 
ners will be spotlighted in the 
March 25 issue of Wireless Week. 
Rules are available by clicking 
on “Wireless In Style” under the 
heading Tools/ Services on the 
left-hand side of the wireless- 
week.com home page. 


Show Daily 
Deadlines 
Wireless Week will produce 
the official show daily at CTIA’s 
Wireless 2002 conference in 
Orlando, Fla., March 18-20. For 
consideration in the show daily, 
send press releases to Show 
Daily Editor Heidi Jeter at 
hjeter@cahners.com with “show 
daily” in the subject line, or fax 
to 303-470-4892 by March 8. 
For news announced at the 
show, bring press releases to 
room B4 in the convention center 
by noon the day before release. 


mentum, then die off as 
other types of services take 
off. Some applications, such 
as picture messaging, are ex- 
pected to thrive for longer 
periods and lead to new 
types of communication and 
behavior, but many will 
have limited life cycles and 
provide shorter periods of 
profitability to operators. 

At least that’s the way J.T. 
Bergqvist, senior vice pres- 
ident of Nokia Networks 
and head of Nokia’s Intelli- 
gent Mobility Networks, de- 
scribed his company’s vi- 
sion last week. 

“Nokia works very hard 
to bring in the service tor- 
nadoes which will comple- 
ment each other in a way to 
realize this [mobile Internet] 
dream,” he says. 

While Bergqvist, speaking 
from Finland, was explaining 
the tornado concept in a con- 
ference call at Nokia’s offices 
here, representatives from 
Forum Nokia, a part of Nokia 


Nokia describes the: mobile 
Internet business environ- 
ment in terms of a tornado: 
Applications and services will 
come to market individually, 
pick up momentum, then die 
off as others take off. 


Mobile Phones, were across 
campus hosting a two-day de- 
velopers workshop for Java ap- 
plication developers in the com- 
pany’s normally off-limits re- 
search and development facility. 
The focus was on Java2 Micro 


Edition, the skinny version 
of Java designed to run on 
consumer and embedded 
devices. 

J2ME and operator-de- 
veloper workshops are 
nothing new to Nokia, of 
course, nor is the company 
the only infrastructure and 
device vendor to offer such 
opportunities and resources 
to software creators. 

Nokia and its competi- 
tors have been steadily 
building their developer 
networks and support ser- 
vices for a couple of 
years, anticipating the 
need to have services and 
business platforms to cre- 
ate a mobile Internet. And 
while the workshop itself 
focused on driving appli- 
cations for specific Nokia de- 
vices, the overall need to make 
the mobile Internet succeed was 
a pervasive theme of the event. 

“Nokia is focused on its oblig- 
ation as an orchestrator,” says 
Timothy Eckersley, senior vice 
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president for customer operations 
at Nokia Networks. 

Nokia participants put their 
work within the context of the 
Open Mobile Architecture Ini- 
tiative introduced by Nokia and 
other companies last fall, which 
they believe is fundamental to 
the business model and will 
make it easier for developers to 
advance effective applications. 
Java, an open standard, is con- 
sidered by Nokia to be part of 
that foundation. 

As the world market leader in 
handsets, Nokia represents the 
single largest medium through 
which mobile Internet applica- 
tions will get to market. The 
company intends to drive that in 
a big way this year, with plans to 
deliver more than 50 million 
Java-enabled phones in 2002 
and more than 100 million by 
the end of 2003. 

Gerard Bruen, global sales 
manager for Forum Nokia, told 
developers the company still in- 
tends to make those numbers, 
despite the recent slump in hand- 
set sales. “Right now, the most im- 
portant thing Nokia needs to do is 
make a market,’ he says. M1 


Re-Auction Refund Order Expected Soon 


BY MARK ROCKWELL 


ASHINGTON—L ate Fri- 
Wes: the FCC was nit- 
picking the final draft of 


an order that would return the 
majority of the $3 billion in 
down payments made by carri- 
ers that had bid on NextWave 
Telecom Inc. spectrum in the 
January 2001 re-auction. The 
order probably will be released 
sometime early this week, FCC 
sources say. 

The scope of the refund order 
was at issue, according to 
sources, but not its intent. The 
commission was trying not to 
craft too broad of an order and 
to focus instead only on refund- 
ing the down payments, sources 
say. Apparently, the illness of 
FCC Chairman Michael Powell, 


who was in and out of the hos- 
pital late last week after being 
tested for a virus, also con- 
tributed to the delay, sources say. 

The order would put about 80 
percent to 85 percent of 
the original $3.2 billion 
back into the bidders’ 
pockets, according to 
FCC and _ industry 


sources. That would TRACKING 
THE FCG 


probably spell an end to 
any kind of settlement-in- 
cluding the one present- 
ed to Congress late last year, 
which would have left the licens- 
es in the rebidders’ hands in return 
for payments to NextWave and the 
government, analysts say. “To 
Capitol Hill, this issue is dead,” 
says Roger Entner, program man- 
ager at the Yankee Group. 


The refund will be doled out 
through a process similar to one 
the FCC uses to repay over- 
payments on spectrum bids, 
says an FCC source. It will 
allow the agency to pay 
the money directly to 
the rebidders and avoid 
having to ask Congress 
to allocate the refund in 
the federal budget. 

Verizon Wireless, the 
largest bidder in the re- 
auction, had no official 
statement last week on the FCC’s 
order. The company is with- 
holding comment until the 
Supreme Court decides whether 
it will hear arguments on an FCC 
appeal of a lower court ruling on 
the NextWave spectrum’s own- 
ership. That decision could come 


as soon as March. 

Some analysts says the FCC 
refund could lead to other legal 
battles among the various bid- 
ders, which include VoiceStream 
Wireless Corp. and partners of 
AT&T Wireless and Cingular 
Wireless. Rudy Baca, vice pres- 
ident and global analyst at the 
Precursor Group, says, “This 
could be a bad thing—picking 
and choosing who gets what.” 
Of course, not everyone’s going 
to be happy, he adds. 

Furthermore, the FCC won’t 
return all of the down payment 
money in case the Supreme Court 
overturns the lower court ruling 
that forced the commission to re- 
turn the spectrum to the bankrupt 
NextWave. Returning all the 
money essentially would cancel 
the auction’s validity, FCC 
sources say. 


UWB Company Backs DOD 


XtremeSpectrum Inc., an ultrawideband company, said late last 
week that it supports the Defense Department's position on UWB 
technology. Martin Rofheart, president and CEO of Xtreme- 
Spectrum, says he expects the FCC’s report and order next month 
to promote both national security and the UWB industry. Assistant 
Secretary of Defense John Stenbit said earlier this month that his 
department believes no intentional emissions below 4.2 GHz 
should be allowed, except for imaging systems. 


Qualcomm 4Q Earnings Flat 


Qualcomm reported flat fourth-quarter earnings and warned 
that current-quarter earnings will be lower, despite the building 
momentum for CDMA2000 1XRTT services. Its pro forma revenue of 
$693 million was up from $655 million in the same quarter of last 
year. Qualcomm anticipates annual revenue for this year to grow 
by 5 percent to 15 percent, however, assuming a strong uptake of 
1XRTT in the second half of the year, the sale of 80 million to 90 
million phones and no decline in their average selling price. 


ing plans. 


FCC Sets 700 MHz Auction 


The FCC announced late last week that it will begin its 700 
MHz auction on June 19. The FCC also is seeking comment on the 
auction's proposals by Feb. 6, including minimum opening bids 
and other procedural issues. 

The lower 700 MHz band consists of 758 licenses. The 700 
MHz auction already has been delayed five times because broad- 
casters have said they needed more time to work on band-clear- 
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Cingular Stresses Quality, Not Quantity 


BY MARGO MCCALL 


he adage “quality, not 
Teens” seems to have 

become something of a 
mantra for Cingular Wireless. 
For the second straight quarter, 
the carrier is defending the 
practice of weeding out low- 
value prepaid, analog and re- 
seller customers from its rolls. 
Although such “cleanups” 
make sense over the long term, 
they can give carriers a short- 
term black eye for not meeting 
analysts’ expectations for sub- 
scriber additions. 

That’s what happened to the na- 
tion’s second-largest wireless car- 
rier in the third quarter of 2001, 
as well, when it added only 
95,000 net new customers, far less 


than some much smaller region- 
al operators. In fourth-quarter re- 
sults announced last week, Cin- 
gular added just 325,000 net new 
subscribers—less than half the 
700,000 analysts had been look- 
ing for and just a shadow of the 
814,000 new customers signed up 
in the same quarter of last year. 
Cingular, a joint venture be- 
tween BellSouth Corp. and SBC 
Communications Corp., did add 
786,000 new postpaid digital 
subscribers last quarter, but tal- 
lied less than half that overall 
once the banished analog and 
prepaid customers were factored 
in. Cingular Interactive, the car- 
rier’s data offering, added 37,000 
new customers, 67 percent fewer 
than the 111,000 added in the 


fourth quarter of 2000. 

BellSouth CFO Ron Dykes 
defended the cleanup and point- 
ed out that Cingular saw its total 
fourth-quarter revenue jump 12 
percent from the same 
quarter of last year to 
$3.6 billion. During the 
same period, its operat- 
ing income increased 42 
percent to $553 million 
and its earnings before 
interest, taxation, depre- 
ciation and amortization, 
or EBITDA, rose 80 per- 
cent to $1 billion. 

“Far more attention 
needs to be placed on the 
fundamentals of wireless 
growth rather than cus- 
tomer counts,” he told analysts. 


“That’s more indicative of the 
operations.” 

At the heart of the cleanup is 
an attempt to cut back on prepaid 
customers. Of Cingular’s cus- 


tomers, 90 percent are contract 
and less than 10 percent are pre- 
paid. “Right now, the offers that 
have been made to prepaid cus- 
tomers just aren’t profitable. 
We’re not going to put money in 
segments of the market where we 
don’t see a return,’ Dykes said. 

But although the rationale for 
going after higher-value customers 
is to raise monthly average rev- 
enue per user, Cingular hasn’t seen 
much of an ARPU boost yet. Its 
fourth-quarter ARPU of $51.63 
was a scant 25 cents higher than 
the previous quarter. 

What Dykes is saying isn’t 
new. For some time now, catri- 
ers have been voicing their in- 
tention to move from subscriber 
growth to profit growth. Still, the 
sharp falloff in sub- 
scriber additions 
has taken many by 
surprise. 

Cingular’s slow 
subscriber growth 
only adds to the re- 


alization that the anticipated 
hordes of holiday shoppers 
failed to show up this year to de- 
liver their traditional fourth- 
quarter gift. 

Verizon Wireless, the largest 
U.S. wireless carrier, added only 
715,000 net new customers in the 


Cingular Wireless Fourth-Quarter Figures 


¢ Total fourth-quarter revenue jumped 12 percent from the same quarter of last 
year to $3.6 billion. 
© Operating income increased 42 percent to $553 million and earnings before 
interest, taxation, depreciation and amortization, or EBITDA, rose 80 percent 
to $1 billion from one year ago. 
¢ Currently, 90 percent of Cingular's customers are contract and less than 10 per- 
cent are prepaid. 
¢ Fourth-quarter ARPU of $51.63 was 25 cents higher than the previous quarter. 
¢ Added 325,000 net new subscribers compared with 814,000 new customers in 
the same quarter of last year. 


fourth quarter, compared with 1.2 
million in the same quarter of 
2000. Sprint PCS’ 1.1 million net 
adds and VoiceStream Wireless 
Corp.’s 668,000 were about even 
with last year. The business cus- 
tomer-minded Nextel Communi- 
cations Inc.—which depends less 
on holiday shoppers—recently re- 
iterated its full-year guidance and 
expects to meet its net additions 
goal of 475,000. 

Contained within a joint ven- 
ture and not yet a public compa- 
ny, Cingular—like Verizon Wire- 
less—is somewhat insulated from 
investor wrath. But its focus on 
profit over subscribers could help 
convince investors that the sec- 
tor is not in its death throes, as 
some seem to think. 


Alltel Posts Lower Net Adds 


Alltel Corp. last week joined other carriers in blaming the slowing 
economy, rather than its competition, for lower subscriber additions in 
the fourth quarter. 

Alltel signed up about 95,000 net new customers, down from about 
142,500 in the same quarter of 2000. At the same time, the Little Rock, 
Ark.-based company reduced its churn rate slightly to 2.35 percent and 
its cost per new add to $305 from $311. Monthly average revenue per 
user of $47.38 exceeded expectations. 

Kevin Beebe, group president for Alltel’s communications business, 
says gross additions amounted to 570,000. “We do believe that this 
softer net customer growth was more attributable to the economic cli- 
mate than any major change in the competitive landscape,” he says. 

Revenue for the company’s wireless operations rose 3 percent year over 
year to $974 million and operating income increased 20 percent to $218 
million. For the first quarter, Alltel is hoping for 500,000 to 550,000 
gross additions and churn within the 2.4 percent to 2.5 percent range. 

—Margo McCall 


www. imtuextremecovers.com 


Lava Green 
MTU Part #21535 


WirelessWeek 


Build your mobile solution with HP. 


HP will help you design a mobile infrastructure and 
services that let you compete and thrive in the mobile 
Build with an ex pert an d you get marketplace. With best-in-class solutions comprised of 


hardware, software, services and partners, HP works 


craftsn 


AShID. 4 smart bir with you to solve the most difficult problems. Count 


on HP for a reliable single point of accountability, 


and the ability to sleep at night. and save yourself a lot of tossing and turning. 


Find out more about HP’s solutions for 
service providers and enter to win an 


hp jornada 720 handheld PC. 


For full details, visit 
www.hp.com/go/serviceproviders/mobile-ww 


Visit www.hp.com/go/serviceproviders/mobile-ww or call 1-800-HP-ASK-ME. ext. 677. 


©2002 Hewlett-Packard Company. All rights reserved. Please refer to www.hp.com/go/serviceproviders/mobile-ww for additional terms and conditions that govern this offer. Offer expires 03/31/02. 


an 1/28/02 


WirelessWeek 


Vendors from page 1 


A lot is riding on next-gener- 
ation momentum. Last year de- 
livered such a financial wallop 
to equipment makers that if the 
hoped-for rebound fails to ma- 
terialize, they’Il be forced to re- 
sort to further cost-cutting and 
possibly forming partnerships, 
selling units or negotiating merg- 
ers in order to survive. 

Last year “was a year where 
everyone was trying to under- 
stand the changing macro is- 
sues,” says Dataquest analyst 
Bryan Prohm, who covers the 
handset industry. “What became 
apparent was that 2001 wasn’t 
so much an anomaly, but what 
we'll see down the road.” 

This year’s global wireless 
phone sales should be only slight- 
ly higher than in 2001, when the 
industry experienced its first-ever 
decline with sales of about 400 
million units. Jorma Ollila, CEO 
of Nokia, estimates some 420 
million to 440 million phones 
will be sold this year. Mike 
Zafirovski, handset division pres- 
ident at Motorola, targets the low 
end of that range—more if the 
economy picks up. And Kurt 
Hellstrom, CEO of Ericsson, sets 
the figure at about 430 million. 
Analyst estimates range from 401 
million to about 450 million. 

Thomas Carpenter, an analyst 
with J.J.B. Hilliard, says wire- 
less customers, like PC users, are 
reluctant to upgrade until there 
are compelling features. “The re- 
placement cycle has been get- 
ting slower and slower,” he says. 
“There wasn’t much incentive to 
upgrade.” 

Meanwhile, Motorola, which 
fell nearly 1 million short of its 
goal of selling 5 million GPRS 
handsets last year, underscores 
concerns that consumers aren’t 
snapping up 2.5G phones as 
quickly as hoped. As well, there 
are signs of a slight inventory 
buildup—a problem that plagued 


the handset industry for much of 


2001—and evidence of slowing 
growth in China, one of the 
biggest markets. Handset mak- 


ers also could be affected by 
slowing wireless subscriber 
growth in the United States. 

Wireless infrastructure sales 
appear more difficult to predict. 
Nokia forecasts flat industry sales 
this year—a slight improvement 
over its earlier forecast of a 5 per- 
cent decline. Motorola envisions 
a 10 percent industrywide de- 
crease and Ericsson, the wireless 
equipment leader, believes sales 
will be flat to down 10 percent. 

Expectations for the infra- 
structure market vary from com- 
pany to company. Nokia expects 
its network equipment unit sales 
to rise 15 percent in its bid to 
gain an additional 10 percent 
market share. Motorola projects 
sales in its money-losing net- 
working unit to be down 15 per- 
cent. Ericsson expects to improve 
its GSM lead in North America. 

For the seasonally slower fourth 
quarter, infrastructure was a mixed 
bag. Nortel’s wireless infrastruc- 
ture sales decreased 21 percent 
over the same quarter of last year, 
driven by declines in Europe, 
Latin America and the United 
States. Motorola’s infrastructure 
sales dipped 33 percent, Ericsson’s 
18 percent and Nokia’s 17 percent. 
However, Lucent’s wireless infra- 
structure sales were up 24 percent 
year over year and Siemens’ sales 
increased 19 percent. 

The downturn in spending has 
taken a severe toll, causing all 
major wireless equipment com- 
panies except Nokia to lose their 
grasp on profitability. Only by re- 
sorting to merciless cost-cutting 
have the companies been able to 
claw their way back. Motorola 
closed manufacturing facilities 
and axed one-third of its overall 
work force of 150,000. Nortel 
eliminated 39,000 jobs, nearly 
half of its 84,000-member work 
force. Lucent’s former compa- 
nywide work force of 109,000 is 
being whittled down to less than 
55,000. Ericsson spun off its 
money-losing handset division in 
a joint venture with Sony, cutting 
more than 20,000 jobs. 

The goal of all that cost-cut- 
ting it to reach break-even cash 


flow—the point where revenue 
and costs fall into balance. And 
as companies tallied up their final 
results for 2001 last week, there 
was evidence the companies are 
nearing their targets. “Break- 
even cash flow is in our sight,’ a 
jubilant-sounding Lucent CFO 
Frank D’ Amelio told analysts. 
For Lucent, that point will come 
sometime before the end of the 
year when the company will 
bring in an expected $4.25 bil- 
lion in revenue per quarter. 
Motorola promises a return to 
profitability in the third quarter; 
Ericsson, Lucent and Nortel an- 
ticipate the same by year’s end. 
All say they will cut costs fur- 


ther if necessary to get there. 
The downturn also has tem- 
porarily sucked the profitability 
out of New York state-based Au- 
diovox Corp. The handset maker 
reported a fourth-quarter loss as 
fewer customers converted from 
analog to digital phones. Al- 
though the company anticipates 
a small loss for the current quar- 
ter, management believes the 
sale of CDMA 1XRTT and 
GSM phones will lead to a 
much-improved second half. 
Meanwhile, cost-cutting and 
a strong holiday season enabled 
Siemens to return to profitabili- 
ty in its handset and wireless 
equipment division. The fourth- 


largest handset maker reported 
a 6 percent increase in sales over 
the same quarter of last year. 

For the industry overall, things 
should improve by the third 
quarter. “In theory, the second 
half of this year will be an ex- 
citing growth period for the in- 
dustry,’ says Scott Searle, an an- 
alyst with SG Cowen. 

Prohm agrees but cautions that 
the next two quarters won’t be 
easy. “Prospects for the back half 
seem pretty bright right now, 
certainly in contrast with the 
front half. But you could see 
some real nasty numbers from 
the big guys before they start to 
turn the corner.” 


N ex te l from page 1 


ing initiative in which IBM Global Services, in 
conjunction with TeleTech, will manage Nextel’s 
six customer care centers. The agreement will re- 
sult in the elimination of about 1,700 Nextel jobs. 
TeleTech says it plans to close Nextel call centers 
in Englewood, Colo., and Rutherford, N.J. 


According to TeleTech 
spokesman Chris Arnold, inter- 
est in the company’s services 1s 
growing, particularly among 
telecom companies. “The im- 
pact of the slowing economy has 
many companies looking for 
arrangements like this,” he says. 

Unlike TeleTech, which already 
works with seven major carriers, 
this is the first deal of this type 
between IBM anda U.S. wireless 
carrier. “This is our first major 
win in the telecom space, and 
with wireless in particular,’ says 
Doug Van Wingerden, a princi- 
pal with IBM Business Innova- 
tion Services’ communications 
sector. “But there is significant in- 
terest from other clients. The con- 
cept of a transformational out- 
sourcing deal is one that the in- 
dustry is warming up to.” 

The second Nextel arrangement 
is a five-year, $234 million IT out- 


sourcing agreement with EDS. EDS will manage 
Nextel’s corporate data center, database administra- 
tion, help desk, desktop services and other technical 
functions using Sun Microsystems Inc. as the plat- 
form provider. Nextel expects the deal to reduce its IT 
costs by $140 million in the next five years. No lay- 


offs are expected. Instead, about 290 of Nextel’s IT 
employees will become EDS employees and contin- 


books,” 


oe “Gikesndiied Claudio Restrepo as 


kets. It's Se as usual.” 


was ae pene in ae with the Naish Latin Americ 
recent weeks, an Argentine currency crisis has sated demonstrati 


cession of pene 


ue to work on Nextel’s IT infrastructure. By shifting 
these employees to EDS’ payroll, Nextel saves on 
overhead and personnel costs. 

“Outsourcing removes a lot of things from your 
says Iain Gillott, principal and founder of 


iGillott Research. “The company can then trans- 


fer those debts and assets off their books and look 
more attractive.” 

In these tough economic times, looking attractive 
to shareholders and Wall Street is a growing priori- 
ty for carriers. And it may lead operators to look more 
seriously at how outsourcing can help them. 


PACKETS 


@ Bytemobile Inc. received $29 million in 
series B funding from a group of investors 
led by Ericsson Venture Partners. The com- 
pany, which provides data and network 
optimization solutions, received more than 
$15 million in its previous series A funding. 
@ Edge Wireless LLC, a member of the 
AT&T Wireless network, and Airbiquity Inc. 
inked a deal to provide mobile customers in 


Oregon with wireless 911 services. Edge 
Wireless will offer its customers Airbiquity’s 
GPS accessory, which is compatible with 
Nokia phones and can send location infor- 
mation to public safety answering points. 

@ NTT DoCoMo’s board of directors passed 
a resolution authorizing a one-to-five stock 
split for shareholders as of March 31, 2002. 
The carrier also will apply to be listed on 
the New York and London stock exchanges, 


aiming at actual listings in early March. 

@ American Tower Corp. will cancel its 
undrawn $250 million term loan C facility, 
thereby reducing its maximum borrowing 
capacity under its senior secured credit 
facilities from $2.25 billion to $2 billion. 
@ 724 Solutions reported fourth-quarter 
revenue of $5.8 million compared with $8.1 
million for the same period last year and 
year-end revenue of $43.8 million compared 


with $21.2 million in the previous year. 

@ Onset Technology announced new com- 
ponents of its METAmessage for Wireless 
solution that provide new features for 
BlackBerry users, including Onset’s GetFile, 
which lets users access desktop files direct- 
ly from their handhelds. 

@ Mobile technology and integration company 
m-Wise has deployed SMS services for Spain’s 
Telefonica, Airtel and Amena subscribers. 


Court Clarifies Devilish CALEA Details 


BY MARK ROCKWELL 


ASHINGTON—There is 
Wee more devilish tele- 
communications issue 


than CALEA, and a recent rul- 
ing by a federal appeals court is 
devilish in its details. 

A U.S. Court of Appeals in 
Washington, D.C., this month 
slightly blunted the FBI’s wire- 
tapping capabilities under the 
Communications Assistance for 
Law Enforcement Act. The rul- 
ing won’t have a significant im- 
pact on the implementation of the 
law, analysts say. But it has 
thrown the burden of proof back 
toward the FBI in the manner in 
which surveillance equipment is 
added to telecom carriers’ net- 
works, according to Rudy Baca, 
vice president and global analyst 
at the Precursor Group. “It’s a 
convoluted step, but it frees up” 
carriers a little, Baca says. 


Ruling says the FBI 
needs to better define 
its rules for implant- 
ing network changes. 


At issue were government pay- 
ments for modifications to tele- 
phone networks and deadlines 
for network modifications. The 
United States Telecom Associa- 
tion and other telecom groups 
have been battling the FBI over 
the eavesdropping initiation pro- 
cedure in CALEA, which acti- 
vates surveillance capabilities in 
a phone network. Under the pro- 
cedure, the FBI issues a notice 
to a carrier telling it what kind of 
capacity the agency needs on the 
network. The carrier then tells 
the FBI what kinds of modifica- 
tions it must make to comply and 
which of its network facilities 
can’t handle the request. Carri- 
ers are entitled to government re- 
imbursement when they install 
equipment to comply with wire- 
tap requests. 

The court, however, says the 
FBI needs to better define its 
rules for implanting network 
changes. The ruling also says the 
FBI's specified time for carriers 
to respond to requests—five 
days—was far too short. In the 
FBI’s favor, though, the court 
says the agency had correctly 
identified which network modi- 
fications were eligible for gov- 


ernment refunds. 

For wireless carriers, the most 
important issues in the ruling 
were the rejection of the five-day 
response time and a part of the 
ruling that says the FBI’s defini- 


tion of “simultaneous” wiretaps is 
too broad, says CTIA spokesman 
Travis Larson. The FBI’s defini- 
tion of simultaneous specified the 
number of wiretaps at any one 
time, Larson says. The court 


ruled that a looser definition of 
simultaneous, one that sampled 
the number of wiretaps during 
any given 24-hour period, was 
probably more appropriate. 
Wireline carriers were satis- 


fied with the apparent brush- 
back of the FBI. “We are pleased 
that the court has provided guid- 
ance and clarity to important im- 
plementation issues with respect 
to CALEA capacity require- 
ments,” says Walter McCormick 
Jr., USTA’s president and CEO 
inastatement. MM 
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The question in wireless marketing: 


Are you getting 


what you’re paying for? 


Every wireless carrier, dealer or agent has objectives for their customer base: 
reducing churn, upselling higher-revenue rate plans, selling added 
features and migrating existing analog customers to digital. 


How can you most effectively spend your marketing dollars to meet these 


objectives? 


ACC’s answer: 


Only pay for what you get! 


ACC has sold and activated over 10 million phones for the biggest names in the 
industry, including Cingular Wireless, AT&T Wireless and Verizon Wireless. We 
have wireless marketing down to a science. That’s why we can make you this 


unique offer: 


We’re so confident we can help you reach your customer 
management goals that we're willing to work on a pure 
performance basis. You pay only per consumer action desired, 
and you don’t pay a cent unless we perform! 


Can your existing call center or marketing provider make that claim? If not, you 
need to call Dominic Preston at 1-800-234-5737. We'll design a no-risk program 
to meet your objectives. 


ACC 


ACC ¢ 828 Newtown-Yardley Road ¢ Newtown, PA 18940 
To start your telemarketing program today, please call: 1 -800-234-5737 


Dedicated exclusively to wireless for over 10 years. 
Inbound & Outbound Call Center Services 

Fulfillment & Activation Services 
Direct Marketing Design & Print Production 


Palm Enters The Enterprise Market 


BY PEGGY ALBRIGHT 

very once in a while a 

leading company has to 

change with the times or 
risk relegating itself to the past. 
That apparently is what the 
market-leading personal digital 
assistant manufacturer, Palm, is 
doing today as it begins a new 
business strategy that targets the 
enterprise market with a wire- 
lessly enabled PDA. 

The company is introducing a 
new product and mobile services 
platform that it aims to sell to en- 
terprises that are seeking mobile 
data solutions. The platform fea- 
tures a new handheld device, the 
i705, which is expected to begin 


comes with a suite of software 
programs provided on secure dig- 
ital expansion cards that customers 
can use to customize the device. 
The company also is building 
a central wireless messaging 
server that will be available mid- 
year to offer Palm.net wireless 
services and centralized cus- 
tomer support to enterprise cus- 
tomers. Enterprise IT depart- 
ments will have the flexibility to 
provision devices and manage 
their Palm.net services them- 
selves, or they can look to Palm 
to handle that for them. Data will 
run over Cingular Interactive’s 
Mobitex network, which Palm 
already uses for its Palm VII and 


The new product line repre- 
sents a significant step for Palm 
because the long-time leader in 
the PDA business began losing 
market share last year to com- 
petitors from the computing 
world. Palm’s market strength 
traditionally has been among 
consumers—who also use their 
PDAs at work—but that has 
begun to look like the compa- 
ny’s Achilles heel as Compaq 
Computer Corp. and Hewlett- 
Packard Co., both heavily es- 
tablished in the enterprise mar- 
ket, have developed powerful 
devices that run on Microsoft’s 
Pocket PC platform and offer 
wireless connectivity. 
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new strategy that targets both 
the enterprise and wireless mar- 
kets, enabling the company to 
approach enterprises through 
the so-called front door rather 
than indirectly through the con- 
sumer market. 

“This is the wireless story 
we’ve been wanting to tell for 
along time,” says John Cook, 
senior director of technolo- 
gy marketing at Palm. “It’s 
the first product that Palm 
has ever done that’s tar- 
geted the enterprise 
from the get-go.” 

Them O Saas 
smaller than the 
Palm VII and 


n’t provide. It has 
full browsing capa- 
bility and the ability to 

work with full-sized keyboards as 
well as a new, miniature keypad 
that slips onto the device. It can 
give users secure access to eight 
e-mail accounts, including Lotus 
Notes and Microsoft Exchange. 
It will sell for $449 and include a 
USB cradle and about $100 worth 
of software. Palm will market its 
messaging service as a corporate 
package designed to serve 25 
clients or more with unlimited 
usage. 

Individual consumers also can 
purchase the devices at retail 
outlets. Consumer service pack- 
ages are expected to offer a 
range of usage and pricing plans. 

Tim Bajarin, president of Cre- 
ative Strategies, praises Palm’s 
new strategy, saying it recog- 
nizes that the company’s future 
hinges on the enterprise. “I be- 
lieve this goes a long way toward 
selling a better value proposition 
for Palm,” he says. 


But, he adds, Palm also has to 
pull it off. “Clearly, they have to 
excel for this to work,” he says. 

Palm appears confident and 
says it intends to go even further. 

“Going forward, our strategy 
will be to focus on delivering 
mobile communication solutions 


that fit within ex- 
isting IT infrastructures,” the 
company said in a white paper 
explaining its wireless strategy. 
In that paper, the company lays 
out plans for additional wire- 
lessly connected products for 
large enterprises. For example, 
it plans to offer this quarter a 
beta release of its Palm OS that 
runs on ARM-based processors. 
It also plans to introduce early 
this year products that run on 
next-generation cellular net- 
works as well as a Bluetooth 
card, and it intends to optimize 
802.11b solutions that already 
are available for Palm handhelds 
through some manufacturers. It 
is looking at ways to add voice 
services to its products as well. 
With that strategy in place, 
Palm now has to execute. If it 
does, it could recoup some of the 
market share it lost to the rivals 
nipping at its heels. M1 


targets the | 
enterprise market. | 


Palm Takes Back Lead In Europe 


According to preliminary market research figures from International 
Data Corp., Palm has regained its lead in Europe as the top supplier of 
personal digital assistants. A strong fourth quarter in Europe pushed 
shipments to 301,000 from 120,000 in third-quarter 2001. 

The Santa Clara, Calif., company has seen its market share erode both 
in the United States and overseas in recent months as companies such 
as Compaq Computer Corp., Hewlett-Packard Co. and Nokia have moved 
into to the handheld space. 

Nokia, which held the No. 1 spot in the third quarter, dropped behind 
Palm in the fourth quarter after supplying distributors with only 71,000 
{| smart phones, IDC says. 
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Tower Group’s Agenda Takes Shape 


BY ALLYSON VAUGHAN 


ASHINGTON—A slump- 
Wyre economy, industry 
consolidation and com- 


plex regulatory hurdles are just 
a few of the challenges facing 
tower companies in 2002. But 
despite the rough waters that 
companies in every segment of 
the industry are charting, tower 
analysts and industry experts re- 
main upbeat. 

While the downturn in the 
economy and subsequent tele- 
com layoffs have affected the 
tower industry as well, the mar- 
ket still is growing at a reason- 
ably significant rate, says Philip 
Marshall, a senior analyst at the 
Yankee Group. Paul Kagan As- 
sociates Inc. sees a bright future 
as well, estimating there will be 
a need for nearly 30,000 new 
towers between 1999 and 2008. 


There's got to be 
some balance 
between what 

governments impose 
and the ability to 
build sites. 


The FCC’s decision in No- 
vember to remove the spectrum 
cap also may provide a boost for 
tower companies. If it leads to 
industry consolidation as many 
expect, smaller carriers that 
could not afford infrastructure 
may be gobbled up by larger op- 
erators that will to build out those 
newly acquired networks, says 
Karen Guthrie King, director of 
government relations at PCIA. 

Another plus for the industry 
is that infrastructure will have to 


improve as carriers migrate to 
third-generation services. “There 
is an awful lot of work that needs 
to be done to expand and im- 
prove wireless networks,” says 
Sheldon Moss, national director 
of government affairs at Crown 
Castle International Corp. 

This optimistic outlook comes 
at a time when there is increasing 
speculation that the tower industry 
trade organization, the Site Own- 
ers and Managers Alliance, plans 
to split from PCIA, although 
PCIA denies it. Sources who re- 
quested anonymity say the econ- 
omy is forcing companies to re- 
examine their trade organization 
memberships. PCIA has down- 
sized over the past year, and it can- 
celed its major annual trade show 
last fall because it was scheduled 
to begin Sept. 11, the day the ter- 
rorist attacks took place, which 
made travel extremely difficult. 

Still, PCIA’s agenda regarding 
towers is full and includes work- 
ing with the Federal Aviation Ad- 
ministration to ease tower siting 
restrictions, starting a dialogue 
with the FCC’s new homeland 
security policy council and cre- 
ating uniform siting require- 
ments for historical properties. 

PCIA is working with the 
FAA on getting additional fre- 
quencies approved that don’t in- 
terfere with aviation security. 
The FAA approved a list of fre- 
quencies in December subject to 
expedited processing. The effect 
could be to reduce delays on 
construction and modifications 
on towers near airports. 

PCIA’s priority regarding 
homeland security is to seek re- 
lief on local tower siting re- 
quirements to help ensure emer- 
gency communications through 
solid infrastructure construction, 
Guthrie King says. A strong 


CTIA Stumps Against LNP 


WASHINGTON—As soon as Congress returned from its holiday recess 
last Wednesday, CTIA began lobbying against implementing local number 
portability rules by the November 2002 deadline. 

CTIA met with key congressional staffers to brief them on the indus- 
try’s problems with the new regulations, saying that number portability 
will be costly to consumers and that it isn’t necessary because there 
already is adequate competition in the wireless industry. 

In addition, CTIA argues the wireless industry currently must imple- 
ment other FCC mandates, including upgrading their networks to provide 
enhanced 911 capabilities, and adding LNP to that would be onerous in 


the current economic climate. 


Verizon Wireless recently asked the FCC for forbearance on implement- 
ing LNP because of the cost. The commission was expected to act on 
that request this month, but sources say the commissioners still are 
weighing the issue and may not act that quickly. 


telecommunications infrastruc- 
ture with redundancy to fill coy- 
erage gaps in a time of crisis is 
vital, she says. But getting tow- 
ers approved can take months be- 
cause of stringent local siting re- 
quirements that take into account 
environmental, historic preser- 
vation and aesthetic concerns. 
Balancing consumer demands 
for reliable coverage against 
those concerns is an ongoing 
challenge, Guthrie King says. 
“You have to have the infra- 
structure to support communi- 
cations,” she says. “There’s got 
to be some balance between 
what is reasonable for local gov- 
ernments to impose and the abil- 
ity for us to get out to sites.” 
Another PCIA priority is to 


PCIA’s Tower Agenda 


); Working with the FCC’s new homeland securi- 
v Salley council to seek relief on local tower siting requirements 
and help ensure emergency communications through solid infra- 
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p : tion: Working withthe FAA on getting 
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ante on histone propecia which currently vary*by\state, so 
compliance is easier and more streamlined. 


create uniform siting require- 
ments on historic properties, 
which currently vary by state, so 
compliance is easier and more 
streamlined, Guthrie King says. 

Meanwhile, tower companies 
are working to comply with the 
FCC’s recent voluntary guidance 
on a collocation agreement signed 
last year, which clarifies tower 


companies’ obligations regarding 
collocating on existing structures. 
That’s important, because as 
John Clark, an attorney at 
Perkins Coie in Washington, 
D.C., explained during a tower 
seminar in Alexandria, Va., last 
week: “Tower companies have 
reduced their buildout rates but 
collocation rates are up.” 
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JP Mobile Launches RIM-Like Wireless E-Mail 


BY BRAD SMITH 

esearch In Motion Ltd.’s 
Pe icneer enterprise e- 
mail service has been so 
successful that it is often held 
up as an example of what a 
company can accomplish with 
a focused wireless data business 
plan. So, can RIM be outma- 

neuvered at its own game? 
Palm apparently seeks to do 
just that with its new i705 wire- 
less personal digital assistant and 
enterprise server (see related 
story on page 10), which inci- 
dentally uses the same Cingular 
Mobitex network as the Black- 
Berry. The Dallas-based mobile 
software company JP Mobile 
last week also announced its 
own RIM-like e-mail offering 


called SureWave Mail. 

JP Mobile’s software allows 
an enterprise to enable wireless 
e-mail to virtually any smart de- 
vice, including those made by 
RIM, Palm, Handspring Inc., 
Kyocera Wireless Corp. and 
Samsung Electronics Ltd. and 
those using Microsoft’s Pocket 
PC software. Because Sure Wave 
Mail can use nearly any network 
air interface, users who have a 
RIM device aren’t tied to the 
BlackBerry service, meaning 
RIM could lose service revenue. 

Analyst lain Gillott, president 
of iGillott Research, says JP Mo- 
bile’s SureWave Mail may in- 
terest enterprises looking for 
scalability, which RIM’s Black- 
Berry doesn’t provide cost-ef- 


fectively. Gillott also thinks en- 
terprises could be attracted to the 
software’s ability to run on many 
devices and networks to deliver 
corporate e-mail. 


RIM counters that enterprises 
don’t want to deal with many 
carriers or with multiple devices, 
preferring a one-stop shopping 
experience instead. At the same 
time, RIM took a step last week 
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ardware, software and services—if you're launching a new 
or improved product, we want to consider it for Wireless 
Gear, our new photo-filled monthly section devoted to the newest 


and most noteworthy offerings to the wireless market. Chips, 


to expand its BlackBerry service 
through a partnership with Busi- 
ness Objects. The companies 
agreed to jointly integrate and 
develop mobile solutions for 
BlackBerry—specifically the abil- 
ity to access and analyze enter- 
prise data such as sales accounts, 
sales figures and inventory. 
Dayakar Puskoor, CEO of JP 
Mobile, says SureWave Mail is 
the first over-the-air synchro- 
nization software using the 
SyncML standard. E-mail and 


other personal information man- 
ager content are updated in real- 
time rather than having to syn- 
chronize at the desktop. If a user 
deletes an e-mail message on the 
handset, for example, it is si- 
multaneously deleted on the 
desktop, Puskoor says. 

The application, built on top 
of JP Mobile’s Java 2 Enterprise 
Edition server, is being tested by 
companies such as Adidas/Tay- 
lor Made and ESPN, with target 
deployment in March. 1 


VoiceXML Gets More Interest 


—By Brad Smith 


handsets, test gear, towers, middleware—if it’s related to wireless, 


Bell Mobility Hitches Up ViAir 


Seattle’s ViAir Inc. last week announced another North American 
carrier—Bell Mobility of Canada—for its WirelessInbox messaging ser- 
vice and hinted that it is close to a deal with another foreign carrier. 

The addition of Bell Mobility means that ViAir’s product is avail- 
able to 30 million subscribers in North America, according to CEO 
Bruce Chatterley. In addition, 125,000 subscribers are now using 
WirelessInbox, he says. 

Other carriers using the service include Nextel Communications 
Inc., Rogers AT&T Wireless, Telus Mobility and VoiceStream Wire- 
less. A sixth North American carrier that also has signed a contract 
hasn't yet been announced. 

Chatterley also says ViAir expects to announce the deployment of 
WirelessInBox with at least one foreign carrier in the next few months. 

In related news, Telus Mobility announced last week that it select- 
ed Message Vine to provide the company with its presence-based in- 
stant messaging solution. The service will be interoperable with other 
major IM services on the market today. 
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Apple Visionary Launches Wireless Venture 


BY WIRELESS WEEK STAFF software systems and antenna rector of Mobius Venture Capital, 

t took wireless technology technology coupled with the de- will join Wozniak on Wheels of 

to pull Apple Computer co- clining cost of processing power Zeus’ board of directors. “Steve’s 
founder Stephen Wozniak and two-way networking “make quintessential character and vi- 

out of self-imposed retirement. the possibilities for new devices sionary passion bootstrapped the 
Wozniak, 51, is heading up the and services really exciting.” personal computer revolution,” 
Los Gatos, Calif.-based Wheels Greg Galanos, managing di- Galanos said in a statement. 


of Zeus, a startup that will de- 
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Apple co-founder 
Stephen Wozniak 
pulled himself out of 


"ci retirement to launch 


Wheels of Zeus. 


Internet and other 
emerging technolo- 
gies through the de- 
“Steve’s new vision will help sign of new devices and services 
converge wireless networks, the accessible to everyone.” [1] 


AL LUCKOW 


sign wireless consumer elec- | 
tronic devices with GPS tech- 
nology “to help everyday peo- 
ple track everyday things.” 

The new company, whose 
moniker stems from Wozniak’s 
nickname “Woz,” received $6 
million in first-round funding in | 
December. Financial backers in- 
clude Palo Alto Investors as well 
as Mobius Venture Capital and 
Draper Fisher Jurvetson, two of 
the Silicon Valley’s largest ven- 
ture capital firms. 

In 1976, Wozniak left his job 
at Hewlett-Packard Co. to found 
Apple with his high school 
buddy Steven Jobs. He is cred- 
ited with shaping the computer 
industry with his design of the 
Apple I and II personal comput- 
ers. He was inducted into the In- 
ventors Hall of Fame in 2000. 
Wozniak’s most recent startup 
experience was in 1988, when 
he launched Cloud 9, a compa- 
ny that manufactured consumer 
remote control devices. Wozni- 
ak reportedly was inspired to 
launch a wireless-focused com- 
pany after a friend visited him 
last year and talked about GPS 
applications. 

In a statement, Wozniak said 
recent advancements in GPS 


RIM Gets A Voice 


Known for years for its 
BlackBerry wireless e-mail service 
using high-powered smart pagers, 
Research In Motion Ltd. plans to 
design a device capable of han- 
dling both voice and data. The 


week it will work with Nextel the most authoritative training team in the industry. 
Communications Inc. and Motorola | : : 
on a new personal digital assistant | Day's Curriculum f oe: 
Stace HADEN network, Choose one of the three morning tracks: 


The new device is scheduled 
for release by the fourth quarter Under Difficult Conditions - presented by Alan A. Reiter 


of 2002. BlackBerry e-mail service 3) Wireless Networks, Applications and Services - presented by Barney L. Dewey 


will be integrated with Nextel’s 
current network offerings, includ- 
ing its Direct Connect two-way 


Afternoon Panels (combined sessions) 


- moderated by Alan A. Reiter 


radio service, text and numeric 2) Wireless Business Applications - moderated by Andrew M. Seybold and Barney L. Dewey 


paging and the Nextel Wireless 
Web services. 


Media Sponsor: Sponsor: 


Attend The Most ao 
Comprehensive Wireless pee 
Program Of Its Kind Anywhere. 


Come to the CTIA Wireless 2002 show one day early and get the answers you 
need. One Full Day - One Complete Educational Package 


; Literally thousands of wireless professionals have received their basic training in Wireless Data and Wireless 
Canadian company announced last Internet from Wireless Data University. Sign up now for a full day of quick-start educational programming from 


|) The Basics of Wireless Data Communications -presented by Andrew M. Seybold 
2) Forget Sisyphus; Think Athena: How to Operate Wireless Data Businesses Smart and Profitably 


|) The True State of Wireless Location: What Could, Should, and Is Being Done 


Wireless 
Data 


University 


RIM also has a deal with 
VoiceStream Wireless Corp. to 
bring the BlackBerry service to 
that carrier's network. 


Wireless Quatcomm 


WEEK, 


WirelessWeek 
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Enterprise Uptake At Center Of Debate | 


BY MARGO MCCALL 

or some time now, all eyes 

have focused on the enter- 

prise market as a potential 
driver of wireless data usage. 
Though most industry ob- 
servers agree that business users 
will develop enthusiasm for ap- 
plications such as wireless e- 
mail far sooner than consumers, 
their opinions differ as to how 
strong the enterprise market 
will be or exactly when it will 
take off. 

So high are the expectations 
that not a week goes by without 
an announcement of some new 
wireless data product aimed at 
business users. Nextel Commu- 
nications Inc. just teamed up 
with IBM to deliver mobile busi- 
ness solutions to U.S. enterprise 
customers. Sprint PCS recently 
introduced its Business Con- 
nection Personal Edition, join- 
ing Cingular Wireless and BT 
Cellnet in using wireless e-mail 
software developed by startup 
Seven Networks Inc. And Veri- 
zon Wireless has its Mobile Of- 
fice plan, which lets users con- 
nect their laptop or handheld 
computer to their wireless phone 
to receive business e-mail. 

Dozens upon dozens of ven- 
dors are jostling for a piece of 
the enterprise action. They range 
from companies with software 
solutions for wireless e-mail, 
field service or asset tracking to 
equipment makers providing 
handheld devices for workers on 
the move. But how vigorously 
those companies should pursue 
the enterprise market remains 
open to debate. 

Wireless remote e-mail cur- 
rently is the most desired appli- 
cation for businesses, just as e- 
mail was a dominant driver in 
the wireline world. Wireless 
local area networks, field ser- 
vices, remote LAN access and 
customer relationship manage- 
ment also are popular applica- 
tions for enterprises. 


One note of encouragement 
for vendors can be found in a 
recent Gerard Klauer Mattison 
survey of information technol- 
ogy professionals at Fortune 
1000 companies. The analysts 
found that wireless data ranks 
in the top-to-middle-third of 
priorities for IT spending, be- 
hind infrastructure mainte- 
nance, integrating middleware 
and storage management. 

Based on the survey, Gerard 
Klauer forecasts a 35 percent to 
40 percent compound annual 
growth rate of the mobile enter- 
prise market through 2005, with 
an estimated $1.5 billion in ser- 
vice and product revenue gener- 
ated this year alone. 


Gerard Klauer 
forecasts a 35 percent 
to 40 percent 
compound annual 
growth rate of the 
mobile enterprise 
market through 2005. 


The Yankee Group’s annual 
corporate wireless survey settled 
on a slightly longer timeline, de- 
termining that one-third of re- 
spondents intend to offer wire- 
less access within the next two 
years. Concerns about security, 
standards and platforms were the 
main impediments to imple- 
mentation, the survey found. 

New York-based Datamonitor, 
meanwhile, predicts that signif- 
icant revenue from enterprise 
wireless data won’t be realized 
until 2003. The research group 
believes many businesses will 
stick with pilot programs and 
feasibility studies until they are 
certain their investments will pay 
off. Datamonitor analyst Tim 
Gower says the slowing econo- 


my is stepping up businesses’ 
concerns about return on invest- 
ment. While corporations in bet- 
ter times might have given new 
technology a couple of 
years to pay off, now 
they demand a return on 


seven months. 

Progress also will be 
held back by lower IT 
budgets and businesses’ 


reluctance to outsource § 15% 


the hosting of mobile 
solutions. And even with 
interest high, it will take 
businesses some time to 
test and deploy solu- 
tions. 

The Gerard Klauer 
survey acknowledges 
that the economic slow- 
down is partly responsi- 
ble for businesses mak- 
ing wireless a lower pri- 
ority. However, financial 
concerns are offset some- 
what by companies’ 
hopes that wireless tech- 
nology will increase worker pro- 
ductivity and growth prospects. 

Either way, the enterprise mar- 
ket remains a strong focus, with 
up to two-thirds of all compa- 
nies expected to make critical 
applications available wireless- 
ly over the next three years, ac- 
cording to the Meta Group. 

Growth is expected to be 
strongest in the financial services 
industry, the Meta Group says, 
particularly in applications such 
as real-time trading information. 

Gower says the real problem 
is big corporations haven’t quite 
made the transition from e-busi- 
ness to m-business. “The capa- 
bilities of wireless are there to 
make enterprises more produc- 
tive,” he says. “But investments 
from enterprises are not being 
borne out.” He counts about two 
dozen major players in the 
space but notes that those using 
the application services 
provider model have been less 


20% 


10% 


5%o 


successful. “There’s a lot of po- 
tential for mobile applications 
in the enterprise. It’s a sector 
that in the longer term is going 


| Enterprise Deployment, 2006 


investment within six or | 25% 


Western Europe 


Datamonitor predicts 20 percent of medium and large 
Western European enterprises with more than 250 
employees will have deployed mobile middleware by 
2006. In the United States, the equivalent proportion 
will be marginally higher, at about 22 percent. 


to have to be big,” he says. 

The delay in businesses em- 
bracing wireless data is mostly 
a matter of perception. Some 
corporate buyers mistakenly be- 
lieve that wireless technology is 
“not there yet,’ or are waiting for 
more advanced services to be 
launched, Gower says. 

Gerard Klauer analyst John 
Bucher foresees carriers lead- 
ing the distribution charge into 
the enterprise market. But at the 
same time, there’s a general 
lack of awareness as to how 
2.5-generation services can 
benefit enterprises. Conse- 
quently, carriers will need to 
boost their marketing and pro- 
motional programs in order for 
businesses to take notice of 
higher-speed services. 

Handset makers, device man- 
ufacturers and systems integra- 
tors likely will benefit from en- 
terprises embracing wireless. 
And since the Gerard Klauer 


United States 


survey found that IT managers 
are interested in separate plat- 
forms, software companies 
should see increased business, 
too. Reluctant to lock 
themselves into a partic- 
ular vendor at this stage 
of the game, survey re- 
spondents from large 
and small companies 
alike said they were will- 
ing to buy from early 
stage companies. 

While virtually all of 
the larger companies 
surveyed had deployed 
or plan to deploy wire- 
less data devices, only 
about one-third of small- 
er companies had any in- 
tention of incorporating 
wireless technologies. 
The larger organizations 
also were more con- 

cerned about security is- 
sues associated with re- 
mote access servers. 

Nearly 80 percent of 
the 400 respondents said 
they are not waiting for 802.1 1a 
products to become available, 
prompting the analysts to sur- 
mise that 802.11b speeds may 
be sufficient or that the need for 
a wireless solution was more im- 
mediate. 

The Gerard Klauer survey did 
not uncover any preference for 
particular devices or particular 
operating systems. Rather, re- 
spondents desired a variety of de- 
vices and any operating system 
that supports distributed com- 
puting. Interoperability with ex- 
isting desktops and applications 
also was important. That concern 
alone was causing some to con- 
sider Windows- or Pocket PC- 
based devices. On respondents’ 
wish lists were seamless inter- 
operability between wireless 
LANs and wide area networks 
and rugged devices that would 
stand up to the wear and tear of 
fleet dispatch and field services 
applications. 
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Source: Datamonitor 


® Wireless multimedia solutions provider 


work as well as its CDPD-based PocketNet Web 
phone service. 


time, the credit rating service affirmed the carri- develops carrier-class mobile Internet infrastruc- 


ers corporate credit and debt ratings. ture, will use the funding for new products. 
® Spotwave Wireless Inc., a Canadian wireless 


technology company, announced a $14.9 million 


@ Intel Corp. announced seven new mobile @ Sierra Wireless signed agreements with sub- 


Summus and Samsung will jointly develop busi- processors built on the 0.13-micron fabrication sidiares of Brightpoint Inc. to expand distribu- 


ness opportunities for the wireless network and process it introduced last year. The new process second round of financing, bringing the total tion of Sierra Wireless products to wireless carri- 
set-top box markets. 

@ Standard & Poor's lowered its outlook on 
Centennial Communications Corp. to negative, 


based on the carrier's declining cash flow, slower 


results in lower power consumption and smaller venture capital raised by the company in the 
past eight months to $15.5 million. 

@ Openwave Systems Inc. extended its five- 
year relationship for mobile Internet service 
with AT&T Wireless. Openwave provides WAP 


gateway services for AT&T Wireless’ GSM net- 


ers, retailers and value-added resellers in Europe, 
the Middle East, Africa and Latin America 
regions, as well as in New Zealand and Australia 


size while enabling higher levels of performance. 
@ The Germantown, Md.-based Megisto Systems 
Inc. closed its second round of funding, raising beginning the first quarter of 2002. Brightpoint 


growth in the Caribbean region and increased an additional $28.2 million and bringing its already distributes Sierra Wireless products in 


competition in its U.S. regions. At the same North America. 


WirelessWeek 


funding total to $50 million. The company, which 


BY DEBORAH MENDEZ-WILSON 

ew York-based NowCode 

N wants to turn mobile 

phones into computer mice. 

The company offers an opt-in ser- 

vice that, in effect, lets consumers 

use their phones to bookmark 
print, radio and television ads. 

Here’s how it works: A con- 
sumer sees an ad, picks up her 
mobile phone, dials #669, gives 
a code pegged to a specific ad, 
then hangs up. The call gener- 
ates an e-mail message that is 
routed to her computer. The e- 
mail may include product infor- 
mation, coupons and sweep- 
stakes information. 

NowCode says the model 
could help curb aggressive 
phone-based telemarketing cam- 
paigns and online spam. In turn, 
it gives retailers a new way to 
reach consumers and a mecha- 
nism for gauging real-time re- 
sponse to advertising. 

No one knows for sure how 
successful such marketing ini- 


i Sprint PCS launched its nationwide 
Integrated Office for enterprise users. The 
service integrates a company’s wireless and 
landline phone features and offers abbrevi- 
ated dialing, a single voice mail box, a sin- 
gle phone number that forwards calls from 
the desktop to mobile phone, personal call 
controls that set parameters for which calls 
are routed to the phone and which go into 
voice mail, group call controls that place 
limits on calls and Web-based management. 
@ Verizon Wireless has its own kind of 
message management service, Verizon 
Unified Communications. The service, avail- 
able in Washington, D.C., provides a uni- 
versal phone number and places the sub- 
scniber’s communications into one message 
box that is accessible from anywhere and 
provides access to voice mail, e-mail, faxes 
and files. Subscribers also can choose 
when and where they can be reached 
though the find me/follow me function. 

@ Lightbridge Inc. signed an agreement 
with Computer Science Innovations Inc. 
to use CSI’s predictive technology in 
Lightbridge’s future analytical, fraud man- 
agement and customer management solu- 
tions. 

@ Tellabs introduced a new performance 
probe software package for its voice-quali- 
ty enhancement system, which will help 
carners optimize call quality. The software 
measures speech levels, noise levels, echo 
and delay. 


CELLULARPCS 


tiatives will be. Consumers, wor- 
ried about privacy, are rejecting 
some of the newer marketing 
forms, such as online pop-up 
ads, which seem to inspire more 
ire than interest. In addition, pri- 
vacy and anti-spam advocates 
are gearing up to battle invasive 
wireless marketing tactics. 

Despite these challenges, be- 
lievers in the three-digit dialing 
model apparently are not in short 
supply. Last year, several three- 
digit services aimed at wireless 
subscribers hit the market to 
mixed reviews. For example, 
one promised to connect con- 
sumers to a live operator who 
could provide more information 
about a particular ad. The gen- 
eral aim of three-digit services 
is to get consumers to contact 
telemarketers, instead of the 
other way around. It’s a com- 
pelling proposition, given grow- 
ing opposition to aggressive tele- 
marketing. 

NowCode, a division of Now- 
Marketing Inc., a subsidiary of e- 
business investor Elbit Ltd., says 
its service is more than just an- 
other telemarketing scheme. The 
company believes it will result in 
greater return on investment for 
advertisers and give consumers 
control over the online market- 
ing information they receive. 

“Direct marketing companies 
spend billions of dollars each 
year sneaking around trying to 
find out information about you 
and me,” says NowCode Presi- 
dent and CEO Kevin Lavan, a 
former Viacom and MTV exec- 
utive. “We are not collecting 
your name, address or home 
phone number. We are the guys 
who are going to enable you to 
send yourself e-mail about things 
you are interested in.” 

Reaching consumers via the 
Web is a high-stakes game. 
Americans spent $13.8 billion 
on online purchases during the 
recent holiday shopping season, 
according to a report issued by 
Goldman Sachs, Harris Interac- 
tive and Nielsen/ Net Ratings. 
According to the report, online 
spending continues to grow, al- 
beit at a slower rate than in pre- 
vious years, mostly due to the 
stalled economy. 

NowMarketing expects to 
leverage its experience to now 


tap into the wireless marketing 
space. The company has created 
branding and marketing pro- 
grams for NBC, Coca-Cola, 
Blockbuster, booksonline.com 
and the rock group Creed, 
among others, with its interac- 
tive direct-marketing application, 
Vflash. 

Advertisers for years have 
tried to capture the interest of 
wireless consumers by putting 
1-800 numbers and URLs on 
billboards. But Lavan says those 
are hard to remember and con- 


He’s a believer: 
NowCode President 
and CEO Kevin Lavan 
says his company’s 
three-digit service 
closes the loop 
between an individual 
ad and consumer 
response. 


sumers can’t always 
follow up immedi- 
ately. Another con- 
sideration is the 
growing opposition 
to mobile phone use 
in vehicles. 

NowCode’s ap- 
proach appears to be 
working. The compa- 
ny has sold the con- 
cept to major wireless 
carriers, including Verizon Wire- 
less, AT&T Wireless, Sprint PCS 
and Cingular Wireless, which 
plan to market the service to sub- 
scribers in coming months. 

Just before Christmas, NBC 
launched a NowCode campaign 
to help draw younger viewers to 
its Olympics coverage. Con- 
sumers who dialed #NOW and 
said, “Hot Snow,” were auto- 
matically entered into a sweep- 
stakes to win airfare, hotel and 
tickets for four to the Winter 
Games in Utah. 
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NowCode Turns Telemarketing On Its Head 


Major Wireless Carriers Plan To Market NowCode’s Service To Subscribers 


NowCode currently is testing 
an in-store campaign at Philadel- 
phia-area department stores with 
a big name cosmetics company. 

Lavan says his company’s of- 
fering closes the loop between 
an individual ad and consumer 
response. “Without that mecha- 
nism, you can paint every build- 
ing in New York [with advertis- 
ing] and never know how effec- 
tive [the ads] are,” he says. 

When pitching the company’s 
offering to wireless operators, 
NowCode representatives stress 
that U.S. consumers are likely 
to embrace wireless advertising 
very slowly. Most Americans 
still view their wireless phone 
exclusively as an instrument for 
voice calls. 


Three-digit dialing 
lets consumers make 
the first move. 


In a way, then, NowCode is a 
baby step toward full wireless 
marketing, allowing operators to 
offer subscribers incremental 
services, Lavan says. “That 
speech works well with wireless 
providers,” he says. 

The question is, will con- 
sumers buy it as well? HJ 


in-Stat Market Suapshot 


Will M-Commerce 
Live Up To The Hype? 


A recent In-Stat survey of wire- 
less users revealed great promise 
for mobile commerce in both busi- 
ness and consumer markets. It also 
indicated that providers will have 


to refine their services to maximize 


the technology's potential. 
Despite these hopeful signs, In- 
Stat does not expect m-commerce 


to be a strong market until at least 


2003 because the number of wire- 
less Web users still is relatively 
small and providers still are trying 
to figure out how to best present 
and price services. 


How often do you expect to purchase products 
or make transactions using your wireless Internet 
service in the next 12 months? 


Once (4%) 


Not at all 
(20%) 


A few times 
(33%) 


Several times 


°°") Cahners 
INSTAT GROUP 
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Taking A SIP From Wireless Networks 


New Protocol Will Offer Conferencing, Multimedia Via Mobile Net 


BY BRAD SMITH 

ow that wireless networks 
\ are rushing head-on to- 

ward their always-on 
packet-data Nirvana, everyone 
in the industry knows about In- 
ternet protocols, or IP for short. 
But a new protocol is hitting the 
scene. Get ready for SIP. 

SIP, which stands for “session 
initiation protocol,” has become 
one of the leading protocols for 
setting up conferencing, telepho- 
ny, multimedia and other com- 
munications sessions on the In- 
ternet. SIP ties together the Inter- 
net and telecommunications, and 
some companies are working to 
bring it to the wireless Net, as well. 

Simply, SIP is a call control 
standard to set up Internet com- 
munications that was developed 
by the Internet Engineering Task 
Force’s peer-to-peer communi- 
cations group. It has been en- 
dorsed by such companies as 
Microsoft and America Online 
Inc. for use with instant mes- 
saging, but it also can be used 
for other kinds of presence ap- 
plications and voice over IP. Mi- 
crosoft included SIP in its XP 
software release. 


There’s even a SIP Forum 
(www.sipforum.org), whose 
members include such wireless- 
related companies as 3Com 
Corp., Agilent Technologies 
Inc., Alcatel, Cisco Systems Inc., 
CommWorks, Ericcson, Nokia, 
Nortel and Telia. Two leading 
3G organizations—the 3GPP and 
3GPP2 forums—are working on 
mobilizing SIP. 

Another company with an es- 
pecially sharp SIP focus that is 
just beginning to get into wire- 
less is Dynamicsoft Inc. of East 
Hanover, N.J. The company has 
been involved with SIP since it 
was founded in 1998 and now 
has more than 90 customers. It’s 
been keeping a low profile, but 
Brian Allain, marketing vice 
president, says the company is 
taking off the wraps. 

“We've been intentionally 
quiet,” Allain says. “What we’ve 
got is so innovative that we didn’t 
want to be too public about it.” 

Dynamicsoft is using SIP as an 
application platform for wireless 
carriers, selling SIP as a standard 
upon which current and future ap- 
plications can be built, he says. 

Dynamicsoft, which has 


“What's SIP? 


tions world, using existing Theriet protocols such as HTTP aes simple mail transfer “protocol, as well as 
a URL address structure. Users are ‘identified by @-mail-tike sla rather than: byt the’ devices they are 
using, which makes the system. fevice agnostic. 


What Can SIP Do? 


ie 


Call Back: Users signal their presente on a network and SIP then uses al ation: -independent address 


to find them on the network, whether theypare on a PC or mobile oy 


nity or ask them to call back. 


es 


ape alert them to an opportu- 


Conference On Demand: Using presence information, individuals are Sebntacted instantaneously and 
brought into multimodal conferences, where participants are able to conference in using different 
devices running on different networks. Lz 

Other Potential Applications: Translation services, whereby e-mail or voice mail is automatically 
translated to comply with the language preference pre- “Pengess ‘by a user profile, and automatic 


call re-routing. 


signed a deal with an unnamed 
wireless carrier, has products that 
include a user agent, application 
engines and proxy servers. 
“We've created a way to allow 
carriers to add applications very 
quickly,” Allain says. “Because 


SIP moves control to the end 
points, much like HTTP [hyper- 
text markup language], you can 
make robust SIP applications to 


Megisto Systems 


URL: www.megisto.com 


What the site does: Megisto Systems Inc., headquartered out- 
side Washington, D.C., was founded less than two years ago with 
a particular focus on technology that will be used in always-on 
| wireless networks. It has raised more than $50 million in fund- 
ing from such investors as New Enterprise Associates, Columbia 
Capital, Bessemer Venture Partners and Lucent Venture Partners. 
The company is closely identified with Internet-protocol infra- 
| structure. As such, it is a member of 3G groups including 3GPP 
and 3GPP2, the Mobile Wireless Internet Forum and the Internet 
Engineering Task Force. Its officers come from the IP data-net- 
working and wireless communications industries. Megisto is launching its products in Europe in February and 
recently announced its “mobile subscriber service” architecture. 
| Usefulness of the Web site: Megisto says the site, launched in May 2001, was designed as a source of edu- 
| cation and news for the mobile wireless industry. The site does a fair job of accomplishing that goal. Much 
of the information is gathered from news sources that can be reached elsewhere. For instance, the 
“Technology Papers” portion of the “Solutions” section is made up of links to articles from trade and tech- 
nology magazines. The most valuable section may be “Markets,” which has an overview with headlines from 
analyst reports and some decent “Market Reports” put together by Megisto from analyst reports. 
How site elements are arranged: Simple, straightforward, few graphics and easy to find your way 
around-all of which add up to user friendliness. The home page opens with links to the aforementioned sto- 
ries from publications, the latest Megisto press release, a contact link and five links across the top to 
“Company,” “Market,” “Solutions,” “News & Events” and “Careers.” 
For Further Information: Megisto Systems Inc., 20251 Century Blvd., Suite 120, Germantown, MD 20874 
Phone: 301-444-1700; Fax: 301-515-3675 
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do anything you want.” 

Another company working on 
a converged SIP world is Avaya 
Inc., the Lucent spinoff known 
for its unified messaging, call 
center and cable systems. Avaya 
was the lead sponsor of the re- 
cent International SIP 2002 con- 
ference in Paris. 

“Avaya sees SIP as a key tech- 
nology in delivering converged 
communications applications to 
enterprise customers, who in- 
creasingly require communication 
that is seamless, efficient and ubig- 
uitous,” says Karyn Mashima, 
Avaya’s senior vice president for 
strategy and environment. 

Avaya sees SIP as one piece of 
aconverged standards pie that also 
includes call processing language, 
extensive markup language, voice 
extensible markup language and 
wireless markup language. 

During the conference, Avaya 
demonstrated the use of SIP-en- 
abled devices such as wireless 
phones, personal digital assistants, 
pagers, IP phones and wireline 
phones to make phone calls and 
send instant messages and e-mail. 

What makes SIP particularly 
useful in a mobile word, its ad- 
vocates say, is that it is less com- 
plex and uses fewer resources 
than some other internetwork- 
ing signaling protocols. 

Just what impact SIP may 
have on the wireless world re- 
mains to be seen. But the com- 
panies involved in the standard 
believe it can have a big future. 
If carriers try out solutions such 
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as those offered by Dynamicsoft, 
Avaya and others and find them 
successful, it could catch on. 
Sipping then may take on a 
whole new meaning. Hl 
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@ Yahoo! Inc. and Amtrak rolled out three 
interactive Internet-enabled trains, which 
will run on the Acela Regional in the 
Northeast, Capitols in Northern California 
and Hiawatha in the Midwest. The trains, 
wrapped in Yahoo!’s signature purple and 
yellow colors, are equipped with Compaq 
Computer Corp. iPAQs that passengers can 
use free of charge to surf the Web. 

@ JumpStart Wireless Corp. introduced 
DispatchSuite V1.2, a Web application that 
provides real-time Internet wireless com- 
munication to mobile workers. The out-of- 
the-box application is geared toward small 
and medium-sized businesses with as few 
as 20 field workers. 

m@ AccuWeather.com launched a new ser- 
vice that gives personal digital assistant 
users access to www.pda.accuweather.com. 
AccuWeather.com Mobile provides weather 
forecasts that feature detailed, localized 
forecasts, high-resolution radar images and 
satellite maps. 

@ Boingo Wireless Inc. released its ultra 
high-speed wireless Internet service in 
more than 400 major hotels, airports, cof- 
fee shops and other popular venues. The 
service is designed for business travelers 
and utilizes 802.11b technology. 

@ Wireless software provider Kada Systems 
inked a deal with Texas Instruments Inc. 
to incorporate its Kada mobile platform 
into TI's GRPS chipset. The deal extends 
Java technology-based applications to 
GPRS phones and wireless PDAs. 
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19 Billing Headaches 

New vendors look to provide 
pain-relieving solutions to 
businesses with multiple 
wireless plans. 


ext-generation high- speed data networks are e 
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And it’s unlikely carriers will 
benefit from them unless they 
upgrade their existing billing 
systems to handle the compli- 
cated transactions and new busi- 
ness models made possible by 
these high-speed networks. 

Financial constraints are caus- 
ing many carriers to delay im- 
plementation or use stopgap 
measures instead of upgrading 
their entire billing systems. Al- 
though a full-system upgrade is 
a costly proposition, some ana- 
lysts believe it’s unrealistic for 
carriers to try to stretch their ex- 
isting billing systems to handle 
these complex transactions. 

For example, typical second- 
generation billing platforms 
have to support voice services 
and manage various rate plans. 
While monitoring all the differ- 
ent voice rate plans is complex, 
it is nothing compared to track- 
ing all the potential transactions 
that can occur when customers 
access the wireless Web. The 
typical voice subscriber may 
make 10 calls per day, but that 
is nowhere near the number of 
transactions a person may make 
using high-speed data. 

Handling transaction volume 
isn’t the only challenge, how- 
ever. With content providers and 
others clamoring to establish 
partnerships with carriers to pro- 
vide data services to users, set- 
tlement—how each chunk of rev- 
enue is distributed to applicable 
parties—becomes a huge issue. 
Making sure the revenue from 
each transaction is divided and 
delivered to the appropriate 
party is an extremely complex 
undertaking, one that most ex- 
isting billing systems aren’t ca- 
pable of handling. 

Though the need for more so- 
phisticated billing systems is ap- 
parent, some carriers are hesi- 
tant to make the investment. Ac- 
cording to Chorleywood Con- 
sulting, a London-based man- 
agement consulting firm, there 
is a lot of uncertainty about the 
demand for mobile data and 
wireless Internet services, and 
that ambiguity is causing many 
carriers to hold off on purchas- 
ing new billing platforms for 
these services and try to make 
their existing billing systems last 
longer. 

According to Chorleywood, 
financial constraints likely will 
affect carriers for the next two 
years, making it difficult for 
them to justify purchasing new 


billing platforms. “Carriers say 
they are making do with their ex- 
isting systems. They are getting 
their IT people to patch it to- 
gether with string and taking a 
wait-and-see approach,” says 
Teresa Cottam, head of publica- 
tions and research at Chorley- 
wood. With so much uncertain- 
ty surrounding the revenue po- 
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deals were made worldwide as 
carriers migrated to their higher- 
speed networks. The company 
expects more deals as carriers 
migrate to 3G from the interme- 
diate 2.5G technologies such as 
GPRS and EDGE. 

But promising predictions 
aside, Levent Toros, senior ana- 
lyst for IDC’s Next-Generation 


Vendor Approaches To GPRS Billing 


Billing systems vendors have adopted a number of approaches to 
handle GPRS billing, which requires real-time, volume-based charging 
as well as the ability to charge according to a wide range of events 
related to content and services. Analysys Research looked at the follow- 
ing case studies to illustrate the different approaches. 
¢ Cerillion: Offers workflow management software that integrates 
various elements of the solution and enables operators to implement 
changes to customer profiles or tariff structures. The solution takes a 
completely integrated end-to-end approach, but the company is 
working to make the offering more modular and has enabled billing 


for content and revenue sharing. 


¢ Lucent: Provides a modular solution for GPRS and 3G markets with 
the Arbor/BP product at the core. By bringing together billing solu- 
tions for mobile and IP networks, Lucent has added revenue sharing 
and roaming solutions and will add new payment methods and 
enhanced facilities for managing operators’ relationships with mobile 


virtual network operators. 


¢ Portal Software: Offers its Infranet products as an adjunct to oper- 
ators’ legacy billing systems, which will enable carriers to bill for 
content and data. The vendor modified its interfaces for GPRS net- 
works to enable real-time billing, as well as revenue sharing func- 
tionality. Portal also is working to add batch processing, rating, short 
messaging service, management and roaming capabilities. 

¢ SchlumbergerSema: With its version 6 release of BSCD, the compa- 
ny added the ability to rate according to a wider range of parameters, 
define QoS classes and facilitate revenue sharing and promotions. The 
vendor also has added real-time functionality and workflow manage- 


ment software. 


tential of these services, Chor- 
leywood analysts expect opera- 
tors to launch the new services 
before they invest more money 
into supporting next-generation 
networks. 

And while the consultancy pre- 
dicts 3G users will spend an ay- 
erage of $200 more per year than 
the average 2G subscriber, they 
also say competition and regula- 
tory hurdles will force operators 
to reduce their 2G prices, mak- 
ing it difficult to increase their 
overall average revenue per user. 


Some Carriers Leave 
Hesitation Behind 


Not all analysts paint such a 
dire picture. According to Fram- 
ingham, Mass.-based IDC, the 
worldwide market for packet- 
based wireless billing will grow 
from $94.6 million in 2001 to 
$855.7 million in 2005 as service 
providers increase their spend- 
ing for billing solutions. The con- 
sultancy estimates that in 2001, 
about 40 to 45 new GPRS billing 
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OSS and Billing Service, says 
service providers currently are 
adverse to risk and don’t want to 
create any new business models 
that would change the way end- 
users are charged or differ from 
the standard flat-rate billing that 
currently is common in the mar- 
ket. In addition, some of these 
carriers already may have dozens 
of different back-office and 
billing systems and replacing 
those or integrating them with a 
new solution is very difficult. 
However, Toros adds that 
while some carriers are hesitat- 
ing, many more are moving 
ahead. European wireless oper- 
aters, in particular, are eager to 
start deriving revenue from their 
costly new networks and have 
started testing new billing sys- 
tems. “I think that the wireless 
segment is the strongest segment 
within the telecom billing in- 
dustry,” says Toros, who au- 
thored the report “Worldwide 
Wireless IP Billing Market Fore- 
cast and Analysis, 2000-2005.” 


That sentiment is echoed by 
Katrina Bond, principal analyst 
with Analysys Research in Cam- 
bridge, United Kingdom. “There 
have been a lot of contracts signed 
between operators and billing and 
OSS vendors,’ Bond says. 

Despite the fact that operators 
are signing deals with billing 
vendors for new equipment, 
Bond says many of those con- 
tracts aren’t for completely new 
systems. Instead, to conserve 
cash, carriers are purchasing 
add-on systems that will help 
meet the new billing require- 
ments without requiring the car- 
rier to completely replace its ex- 
isting legacy system. ‘Carriers 
are resistant to redoing their en- 
tire billing system,” Bond says. 
“They don’t want to risk shift- 
ing all their existing GSM cus- 
tomers onto a new system. In- 
stead they are modifying the ex- 
isting system to cope with the 
changes.” 

In fact, some operators are 
going so far as to provide their 
subscribers with two different 
bills, one for voice services and 
another for data. Still other op- 
erators may have two different 
systems performing the calcu- 
lations, but the charges are com- 
bined onto one invoice. While 
neither situation is ideal, Bond 
says these solutions are tempo- 
rary fixes for carriers, particu- 
larly those resistant to redoing 
their existing billing systems. 


Keeping Up With Trends 

The trend of carriers purchas- 
ing billing modules or add-on 
parts instead of complete sys- 
tems isn’t necessarily discour- 
aging to billing vendors. Ac- 
cording to Mike Couture, vice 
president of product marketing 
at billing and OSS vendor Am- 
docs Ltd., billing vendors see this 
as an incremental benefit and one 
that likely will lead to more busi- 
ness down the road as carriers re- 
quire more sophisticated sys- 
tems. “When carriers are adding 
modules, they are usually think- 
ing of the next year and beyond. 
They want to know that over the 
next year or two that they can 
add modules and eventually deal 
with voice and data services on 
a single platform,” Couture says. 

Still, carrier delays on pur- 
chasing new billing systems will 
likely cause some turmoil 
among telecom billing vendors. 
As with many other telecom 
companies, analysts expect con- 
solidation among them. Ac- 
cording to Toros, there are many 


suppliers in the market, some 
with very good solutions, and in 
a market downturn there are 
likely to be deals and bargains. 

“What will happen is that 
there will be a few large vendors 
and some niche players,” Chor- 
leywood’s Cottam says. “To sur- 
vive, billing companies have to 
have something unique to offer 
or have some technological ex- 
pertise that no one else has.” She 
adds, however, that smaller 
billing vendors still will play a 
role in the market because not 
all carriers want to have a 
“Rolls-Royce” billing system. 

Of course, those vendors that 
are most attuned to carrier trends 
are more likely to have longevi- 
ty in the market. According to 
Couture, one critical trend 
among carriers is the increasing 
emphasis on stickiness and 
ARPU, instead of just focusing 
on customer acquisition. That de- 
sire for stickiness is prompting 
many carriers to realize the im- 
portance of their billing systems 
as a way to enhance their next- 
generation value-added services. 

At the same time, Couture 
says, Carriers realize billing sys- 
tems can be costly andthey are 
looking at the inefficiencies in 
their current systems to find 
ways a new billing and OSS 
system could reduce costs in the 
long term. 

Another trend is to outsource 
certain back-office or customer 
care functions to save money. An- 
alysts say this trend is particular- 
ly popular in the United States, 
where, for example, Nextel Com- 
munications Inc. recently out- 
sourced all its customer care and 
customer relationship manage- 
ment to IBM Global Services. The 
eight-year $1.2 billion deal is ex- 
pected to reduce Nextel’s costs by 
more than $1 billion over the next 
eight years and enhance deploy- 
ment of the company’s wireless 
data services. This follows a sim- 
ilar agreement that Nextel inked 
last November in which the carri- 
er outsourced its billing and cus- 
tomer retention requirements to 
Amdocs in order to reduce costs 
and improve customer service. 

While some carriers may 
choose outsourcing, others are fo- 
cused on maintaining control over 
their customer relationships-much 
of which is handled through the 
billing system. Even though some 
carriers are averse to new business 
strategies and billing scenarios, the 
pressure is on to move ahead with 
them or risk losing valuable cus- 
tomers to competitors. MJ 
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Antidote For Billing Headaches 


A number of companies are posing solutions to help businesses wade 
through the multitude of bills for the various wireless plans their 
employees use. It’s an emerging niche service that could prove profitable. 


BY MARGO MCCALL 

hen your monthly wire- 
Wes bill arrives in a box 

containing hundreds of 
pages of detailed call records 
linked to dozens of different de- 
vices and plans, you might want 
to pop a few Advil before try- 
ing to figure out the whole mess. 

Either that or call upon one of 
the companies popping up to 
help businesses eliminate the 
headaches associated. with man- 
aging a dizzying array of wire- 
less devices and usage plans. 
Such companies are moving into 
what they see as an emerging 
niche and seizing opportunities 
to perform a variety of billing- 
related services for the lucrative 
enterprise market. 

The Aurora, Colo.-based Rea- 
son Inc. and traq-wireless, head- 
quartered in Austin, Texas, were 
among the earliest to spot the op- 
portunities. In its two years of 
operation, traq has attracted 30 
customers to its management 
and optimization service. The 3- 
year-old Reason, which also of- 
fers companies help in wireless 
purchases and communicating 
policies to employees, includes 
Level 3 Communications, 
AT&T Broadband and Janus 
among its customers. 

Other companies in the space 
include Digital Reliance, based 
in Denver, which launched its 
Web-based optimization pro- 
gram last August and already has 
signed up 18 customers, includ- 
ing Blockbuster, Ryland Homes, 
Dish Network and Loomis Fargo 
& Co. Online retailer and dis- 
tributor LetsTalk offers an enter- 
prise wireless management suite 
that includes optimization, pro- 
curement, an employee portal, 
and usage and device tracking. 

In a sign of wireless manage- 
ment’s perceived potential, Rea- 
son recently was purchased for 
nearly $7 million by InPhonic, a 
Washington, D.C., company that 
offers a variety of wireless ser- 
vices to its customers. The ac- 
quisition introduces a bigger 
player into a field dominated 
mostly by smaller companies. In- 
Phonic CEO David Steinberg is 
optimistic about future prospects. 


“We believe we can generate im- 
mediate revenues,” he says. 
Cahners In-Stat, a sister com- 
pany of Wireless Week, estimates 
U.S. businesses’ spending on 
wireless communications will 
double to $74 billion by 2005. 
The need for bill analysis help 
may further balloon with the 
emergence of complex issues as- 
sociated with the widespread 
embrace of wireless data. In ad- 
dition, wireless management 
companies see their help in re- 
ducing wireless business costs 
as particularly compelling, given 
the current slowing economy. 


Saving Businesses Money 


Digital Reliance CEO Brick 
Thompson says his company’s 
program, which evaluates calls 
10 different ways, can help busi- 
nesses reduce mobile phone 
costs by up to 25 percent by spot- 
ting cases of high or low usage 
or an inordinate number of calls 
placed outside business hours. 


they’d spent a lot of time negoti- 
ating those plans,” recalls CEO 
Delly Tamer. ‘They wanted a sim- 
ple and elegant way to keep track.” 

The result of those queries was 
the enterprise suite that LetsTalk 
launched in August after months 
of interviews with IT and tele- 
com managers and CFOs. Tamer 
says the company learned that 
managers need the ability to al- 
locate wireless costs to specific 
departments and quickly deter- 
mine whether different classifi- 
cations of employees are com- 
plying with the company’s wire- 
less policies. “They knew they 
were paying too much, and 
every day that went by, the pres- 
sure to cut costs went up,” he 
says. 

Tamer says many corporations 
initially reacted to the cost-cut- 
ting pressure by placing blanket 
caps on individual employees’ 
wireless spending. But blanket 
caps prompted employee resent- 
ment and weren't effective for all 


“In most cases, just being on the right 
plan with whatever carrier you have 
provides enough of a savings.” 


Although cutting down on 
personal or nonproductive 
phone usage accounts for some 
of the cost savings, the bulk of 
it comes from getting users on 
the right plans. A prototypical 
financial services company with 
60,000 employees, 8,500 wire- 
less phones and monthly costs 
exceeding $1 million, for ex- 
ample, can cut nearly $3 mil- 
lion from its annual costs, Dig- 
ital Reliance contends. 

Spotting an opportunity, 4- 
year-old wireless online retailer 
LetsTalk began providing opti- 
mization services after Fortune 
500 telecom managers request- 
ed a corporate intranet version of 
the LetsTalk Web site, which 
helps consumers pick devices 
and service plans. 

“They had negotiated a number 
of corporate plans with two or 
three or five service providers and 


types of job classifications. Busi- 
nesses also tried to weed out per- 
sonal calls, but that type of pol- 
icy also was resented, not to 
mention unruly to track. 


Educating Customers 

Despite the strong selling 
point of cost cutting, wireless 
management companies have 
their work cut out for them. The 
sector is so new that there’s still 
confusion as to what exactly it 
should be called. Refer to it as 
“wireless asset management” 
and you risk confusion with 
companies that wirelessly track 
semitruck loads or monitor oil 
pipelines. Call it wireless device 
management and it generates 
confusion with outlets that work 
on synchronizing wireless gad- 
gets. Steinberg prefers to call it 
“wireless re-rating.” 

Furthermore, because such 


services are relatively new, play- 
ers have had to devote consider- 
able energy to explaining to po- 
tential customers exactly what 
they’re about. “We are provid- 
ing a service that heretofore has 
not been provided to the cus- 
tomers,” points out Bill Marsh, 
vice president of strategy and 
new marketing at traq. 

But in a sign that wireless man- 
agement services are gaining ac- 
ceptance, the companies say that 
gradually they are spending less 
time on education. “What we’ve 
found is there is beginning to be 
less of a need to create and stim- 
ulate a demand than to respond 
to specific needs for specific cus- 
tomers,” Marsh says. 


Not A Carrier Threat 


Those moving into wireless 
bill management have the addi- 
tional challenge of convincing 
wireless carriers they’re not a 
competitive threat. Carriers—like 
most businesses—believe main- 
taining control of the customer 
relationship is a surefire way to 
improve brand loyalty. Virtual- 
ly all carriers spend heavily on 
customer service to further that 
goal. And with high-spending 
customers such as businesses, 
carriers often go the extra mile 
to make sure their customers are 
on the right usage plans. 

For example, VoiceStream 
Wireless Corp. recently intro- 
duced an optimization service 
for customers with more than 10 
lines. And both Sprint PCS and 
AT&T Wireless operate Web 
sites that help customers better 
evaluate their bills. The AT&T 
Wireless site, called Extranet 


Advantage, is geared toward cor- 
porations using the Digital Ad- 
vantage program. It lets the com- 
pany’s wireless policies, as well 
as product and service informa- 
tion, reside on the company’s in- 
tranet. “When they contract for 
service, that’s part of the rela- 
tionship. We work closely with 
our customers,” says AT&T 
Wireless spokesman Ritch Blasi. 
Wireless management com- 
panies say carrier solutions may 
work for a corporation that uses 
a lone service provider. But large 
corporations often use two or 
even three different providers 
throughout their operations. 
Wireless management compa- 
nies stress they’re not trying to 
step on carriers’ toes. None of the 
companies encourage their clients 
to switch carriers and virtually all 
are “carrier agnostic.” Rather, by 
increasing the satisfaction of cus- 
tomers—no matter which carrier 
they’re signed up with-they ac- 
tually may help reduce churn. 
“We don’t recommend that 
people switch carriers,” says 
Digital Reliance’s Thompson. 
“For business people, there may 
be contract obligations. And it’s 
also logistics; without number 
portability, you lose your phone 
number,” he says. “In most 
cases, just being on the right plan 
with whatever carrier you have 
provides enough of a savings.” 
That’s where an outside com- 
pany can provide objectivity. “The 
majority do believe in the need 
for an objective third-party man- 
agement service,’ Marsh says. 
LetsTalk’s Tamer says wire- 
less management also benefits 
* continued on page 20 
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carriers. “We were wondering 
if carriers would be threatened, 
since it could reduce their rey- 
enues by helping their cus- 
tomers save money,” he says. 
“But we don’t think they are, 
since carriers are at greater risk 


to lose overcharged or unsatis- 
fied customers. It is to their ben- 
efit to keep the enterprise cus- 
tomer happy.” 


Data Challenge 
Fundamentally, wireless man- 
agement companies don’t need 
much cooperation from carriers 
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because they can get the neces- 
sary billing data directly from 
their customers. Still, it helps if 
carriers are at least aware the op- 
timization field is growing. 
“Carriers are getting more so- 
phisticated and customers are 
demanding more sophistica- 
tion,’ Thompson says. “It’s a 


Online retailer and 
distributor LetsTalk 
offers an enterprise 
wireless management 
suite that includes 
optimization, procure- 
ment, an employee 
portal and usage and 
device tracking. 
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pain to have to do this stuff, but 
at the same time, it might make 
carriers nervous that someone 
else is handling their customers. 
Nonetheless, it’s our goal to have 
the carriers feel very comfort- 
able with us.” 

Adam Guy, an analyst with 
the Washington, D.C.-based 
Strategis Group, recalls how dif- 
ficult it used to be to get carri- 
ers’ help on sorting out bills. “T 
think carriers hated optimization 
initially, but they’re coming 
around to it,’ he says. 

One of wireless management 
companies’ biggest headaches 
is dealing with the different 
ways in which carriers store en- 
terprise billing data. The com- 
panies credit Sprint PCS and 
AT&T Wireless with being 
ahead of the curve in providing 
billing information on CD- 
ROMs. Cingular Wireless and 
Verizon Wireless—both created 
through the merger of numer- 
ous smaller companies-still are 
grappling with numerous for- 
mats, the management compa- 
nies say. 

Standardization of carrier 
billing isn’t likely to occur. “The 
practical matter is carriers do 
view billing as a competitive ad- 
vantage; the reality is we will 
keep dealing with different for- 
mats,” Marsh predicts. 

Another challenge is finding 
out exactly who handles a com- 
pany’s wireless bills. Every 
company is different; in some 
companies, IT personnel han- 
dle wireless billing and in oth- 
ers the purchasing or financing 
department are in charge. Even- 
tually, some believe it will fall 
under the purview of a network 
administrator. 

But wireless asset manage- 
ment companies seem to be 
jumping these hurdles with rel- 
ative ease. And soon, they hope, 
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Telematics and wireless technologies are likely to play a crit- 


ical role in the intelligent transportation systems of the 


future. But to achieve this vision, the public and private sec- 


tors will need to work together. 


Driving A Smart Vision 


BY PEGGY ALBRIGHT 
new 10-year vision state- 
ment that recommends 
ways in which to advance 
transportation systems in the 
United States could have far- 
reaching implications for the 
wireless industry. 
The document, called “Na- 
tional Intelligent Transportation 


Systems Program Plan: A 10- 
Year Vision,” was published this 
month by the Intelligent Trans- 
portation Society of America in 
cooperation with the Department 
of Transportation and has since 
been sent to the DOT for con- 
sideration in forthcoming trans- 
portation policy initiatives. 
Wireless technologies and ser- 


vices, such as telematics, play a 
significant role in the envisioned 
transportation system and, as 
such, the plan provides a founda- 
tion on which industry partici- 
pants can build—or advocate—their 
wireless interests. 

The DOT will use the report 
as a preliminary framework for 
its work to reauthorize the Trans- 
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portation Act. The work to reau- 
thorize the act should begin in 
Congress during the current ses- 
sion, with enactment expected 
in 2003. 

The report presents a broad- 
ranging blueprint for the use of 
intelligent transportation sys- 
tems in the United States and the 
technologies that will enable 
them. Not surprisingly, wireless 
services are expected to play a 
role within the overall system. 

Richard Taylor, director of in- 
formation systems at ITSA, says 
the plan’s recommendations, if 
implemented, could have an im- 
pact on the development and use 
of wireless services and systems. 
For example, in the area of telem- 
atics, the report recommends fur- 
ther exploration into the benefits 
such services can offer travelers. 

“We think the potential for in- 
volvement in these program plan 
elements is high for the wireless 
industry,” he says. The wireless 
industry trade association CTIA 
participated in the steering com- 
mittee that developed the plan. 

The plan identifies several 
themes that ITSA says must be 
considered when the DOT devel- 
ops a plan for future transporta- 
tion systems in the United States. 
Two issues, in particular, present 
concrete roles and opportunities 
for wireless products and services: 
an integrated network of trans- 
portation information and the abil- 
ity to provide automatic crash de- 
tection systems. 

The plan’s overall vision for 
the transportation system of the 
future has at its core an integrat- 
ed network of transportation in- 
formation that will employ the 
use of sensors along highways 
and in automobiles to provide 
real-time data on infrastructure 
conditions, maintenance activi- 
ties, weather conditions and traf- 
fic congestion. The data will be 
used to increase safety for the 
people who use transportation 
systems, develop business and 
traveler information services, and 
facilitate freight management. 

As part of its recommendations 
for the development of this net- 
work, the report says that Inter- 
net, telematics and cellular/wire- 
less technologies “need to be fur- 
ther explored, encouraged and 
monitored, including provisions 
for data security and privacy” as 
ways to help deliver personalized 
information to travelers. 

The ITSA recommends the 
network be built within the next 
10 years. 
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The organization calls the in- 
tegrated information network a 
“grand and far-reaching” vision 
but asserts it is achievable. At the 
same time, the plan articulates the 
amount of work that must be 
done. “The vision depends on 
forging new forms of coopera- 
tion within and between the pub- 
lic sector at all levels and the pri- 
vate sector in its broadest sense, 
including manufacturers, carri- 
ers, service providers and travel- 
ers in all modes,” the report states. 

The private sector also would 
be able to use public sector in- 
formation on the roadways as 
part of value-added services. 

The second area of the plan that 
is of particular interest to wireless 
firms is a call to provide automatic 
crash detection technologies. 
While such systems already are 
available in limited ways—the 
General Motors OnStar program 
is one of the most recognized—the 
ITSA says such services will be- 
come more broadly available. 

The report pays particular at- 
tention to the role wireless en- 
hanced 911 services and telem- 
atics will play in helping to 
speed public safety agency no- 
tification and response to acci- 
dents, but it doesn’t stop there. 
It also sees value in coordinat- 
ing location-based information 
and route navigation software 
with in-vehicle systems for 
emergency personnel, as well as 
creating direct audio and video 
communications between per- 
sonnel at the accident scene and 
experts at trauma centers. 

“ITS technologies, coupled 
with computer-aided dispatch, 
wireless | communications, 
records management systems, 
private call centers and Web 
sites, can all be used to achieve 
these objectives,” the report 
states. 

The plan also calls for research 
into matters such as driver per- 
ceptions and human factors en- 
gineering. Those activities could 
have an effect on the wireless in- 
dustry, particularly as it relates 
to driver distractions and hands- 
free driving, Taylor says. 

If the ITSA’s recommenda- 
tions are implemented, it looks 
as if wireless companies, partic- 
ularly those dealing in telemat- 
ics, could have some real oppor- 
tunities in the next decade. 


| 

| 

The entire report is available | 
online at www.itsa.org. | 

| 
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® Through its new London-based 
Vertu Ltd. subsidiary that launched 
last week, Nokia is targeting the 
wealthy-and trendy-with a new 
line of custom-made luxury phones 
that feature a scratch-resistant, 
sapphire crystal face and the user's 
choice of platinum, 18-carat white, 
yellow gold or stainless steel cas- 
ings. The first collection will be 
available this summer with prices 
starting at just over $20,000. 


@ Sierra Wireless Inc. received 
FCC and Industry Canada 
approvals for the AirCard 710 
wireless network card for use on 
North America’s GPRS networks. 
The AirCard 710 is a single-band 
GPRS PC card that allows for 
roaming speeds up to 56 kilobits 


WolfeTech Development Corp. 
and McGraw-Hill/Osbome Media, 
a publisher of technology and 
computer training materials, are 
jointly promoting Curt Simmons’ 
“How to Do Everything with Your 
BlackBerry” and WolfeTech’s 
PocketGenie wireless software 
application. Excerpts from the 
book can be found at 
www.osborne.com. WolfeTech’s 
PocketGenie application and other 
wireless software applications are 
on the company's Web site at 


www.wolfetech.com. 


@ Airbiquity Inc., a location 
technology company that delivers 
GPS data across wireless networks, 
is distributing its patented GPS 
accessory to i-Planet Wireless, 
Entrust Connections and Sky Cop 
to enable enterprise-based and 
consumer wireless location ser- 
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Built-in wireless CDMA2000 module 
© Based on the WinCE platform 
e Has both VGA and USB ports 


Samsung Electronics unveiled its 
wireless handheld PC NEXiO S150 this 
month at the International Consumer 
Electronics Show. The device is the 
first in a series of wireless handheld 
PCs that were recently launched in 
Korea. The NEXiO S150 features a 5.1- 
inch reflective LCD screen and has a 
built-in wireless CDMA2000 module 
for Internet access. The device is 
based on the WinCe platform and 
comes with entertainment applica- 
tions including an e-book reader, an 
MP3 player and games. A VGA port 
allows consumers to give presenta- 
tions directly from the device, and a 
USB port facilitates connections to a 
mouse, keyboard, memory card or 
other peripherals, including a GPS 
system, digital camera or wireless 
local area network module. 

Samsung Electronics 


www. samsungelectronics.com 


Cellport Hands-Free 
Pocket Adapters 


Kyocers* 2035 


fF Samsung® SPH-200 
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© Works with Cellport 3000 
Voice Command system 
© Models for Nokia 8260, 


Kyocera QCP-2000 series 
e Adapter for Samsung SPH-N200 
handsets available in February 


Cellport Systems Inc. is introducing 
three new pocket adapters for the 
Nokia 8260, Kyocera QCP-2000 series 
and Samsung SPH-N200 handsets. 
Cellport’s phone-specific pocket 
adapters make it possible to use more 
than one wireless phone with an 
installed hands-free system, allowing 
many users with different phones, or 
even different wireless service 
providers or systems, to use the 
Cellport 3000 voice-activated, hands- 
free system. The Nokia 8260 and 
Kyocera QCP-2000 series adapters are 
available now and the model for the 
Samsung SPH-N200 handset will be 
available in February. The manufactur- 
ers suggested retail price is $79. 

Cellport Systems Inc. 


www, cellport.com 


© 900 MHz data transmission system 


¢ Logs a variety of triggers 
Stores full day of activity at 


six-second intervals 


Axiom Navigation’s new Accu- 
Tracker FMS-2000 is a data-logging 
device based on Axiom’s 12-channel 
GPS receiver paired with a short-range 
900 MHz data transmission system 
that provides fleet management and 
employee and service accountability. 
Each FMS-2000 unit can be pro- 
grammed to log a variety of triggers: 
time (in increments of seconds), dis- 
tance (in increments of meters), 
speed (when vehicle speed exceeds a 
certain set velocity), or discrete set- 


Wireless For The Stylish Set 
¢ Four optional color faceplates 
© Internet browser 


¢ Space for 10 downloadable ring tones 


Nokia is taking its phones to the 
next level with the model 8265, the 
company’s newest entry in the fash- 
ion category. The 8265 is designed for 
the style conscious and socially active 
consumer and offers new features, 
including user-changeable Xpress-onO 
color covers, a mobile Internet brows- 
er, two-way text messaging, picture 


messaging and 
expanded capacity for 
downloadable ring 
tones. 

A step up from 
the popular 8260, 
the TDMA handset 
offers optional cov- 
ers in orange, 
pink, purple and 
light blue, coordi- 
nated keypads 
with predictive 
text input and 
display lenses 
that produce a 
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colorful glow when the 
backlight is activated. 
Other features of the 
8265 include a stan- 
dard 1000 mAh lithi- 
um-ion battery, up to 
three hours of talk time 
and up to eight days of 
standby time. The phone 
weighs 3.8 ounces and 
includes an integrated 
vibrating alert. 
Shipments are expected to 
begin second quarter. 
Nokia 


www.nokia.com 


tings such as an opened door, a 
released latch or an activated boom. 
Axiom Navigation Ine. 


www.axiomnav.com 


Antenex 2.4 GHz Antenna 


© Omnidirectional 


© Robust outer shell 
¢ Nickel-plated brass 


N female connectors 


Antenex released a new family of 
fiberglass enclosed base antennas for 
the 2.4 GHz band. The FG series has a 
robust outer shell design, a heavy 
wall fiberglass radome, a finish 
ground, schedule 80, gold anodized 
aluminum sleeve for mounting and a 
gold anodized aluminum cap. 

A rigid, low loss PC board trace is 
used inside for the construction of 
the collinear radiator. The antennas 
also feature nickel-plate brass N 
female connectors in the base for 
feedline connections. 

Antenex 


www.antenex.com 


New Horizons Disposable Phone 
© Comes with 60 minutes of airtime 
© Recyclable 
¢ Rechargeable 


New Horizons’ “Cyclone” disposable 
wireless phone can both make and 
receive calls. Expected to retail for 
less than $40, the rechargeable phone 
comes with 60 minutes of nationwide 
airtime. Customers can add more air- 
time as needed or return the phone 
to any New Horizons recycling center 
for recycling. 

The company plans to deliver the 
phone this month to participating 
wireless resellers and dealers nation- 
wide. 

New Horizons 
(407) 736-9220 


Intrado Wireless 
Location Platform 
¢ Includes an MPC and GMLC 
° Effective monitoring ability 
¢ Single solution for both phase I 
and phase II E911 requirements 


Intrado Inc., a provider of 
enhanced 911 technologies and ser- 
vices, introduced its new location 
platform. The robust, cost-effective 
platform includes a mobile position- 
ing center and gateway mobile loca- 
tion center and lets carriers use a sin- 
gle solution to fulfill both the phase 
I and phase II E911 requirements. 
Customers can license Intrado’s tech- 
nology, buying a turnkey system that 
is ready to serve customers, or they 
can choose to purchase services pro- 
vided by Intrado. 

Intrado Inc. 


www.intrado.com 


Ericsson Microelectronics 


ROK (01 007 


© Robust performance with up 


to seven slave units 
¢ Supports both voice and data apps 
© Qualified to Bluetooth 


specification v1.1 


Ericsson Microelectronics’ ROK 101 
007 is a complete Bluetooth multi- 
chip module solution for cable 
replacement and point-to-multipoint 
applications. It provides robust per- 
formance with up to seven slave 
units and incorporates onboard 
firmware to provide a standardized 
host controller interface for host- 
based applications. Designed for use 
in a wide range of portable and other 
electronic devices, the ROK 101 007 
is a complete wireless unit, excluding 
an antenna, which enables Bluetooth 
products to be brought to market 
quickly and reliably. 

Ericsson 


www.ericsson.com 


Nazomi Universal Java 
Accelerator Chip 
¢ Standalone Java accelerator 
© Targets mobile wireless devices 


¢ Improves Java software execution 


Nazomi Communications Inc. 
unveiled its first silicon IC product, 


the JA108. The new Java accelerator 
chip targets mobile wireless devices, 
such as 2G/2.5G/3G phones, and 
improves Java software execution 
while extending battery life. The 
JA108 is the first in a series of prod- 
uct offerings under Nazomi’s new 
Kchip product line. The JA108 
offloads the microprocessor by taking 
over the task of executing Java byte- 
code instructions quickly and power 
efficiently, thus speeding up Java 
software execution by 15 to 60 times, 
depending on the application. 
Nazomi Communications Inc. 


www.nazomi.com 


Emkay Electret Condenser 
Microphone 


© Lower acoustic sensitivity 
© Measures 2.59 by 2.59 millimeters 
© Works with lightweight headsets 


Emkay Innovative Products, a 
Knowles Electronics LLC company, has 
expanded its line of FG electret con- 
denser microphones to include model 
FG-3742-C, which offers lower 
acoustic sensitivity (63 dB relative to 
1.0 V/0.1 Pa), 10 dB lower than the 
series standard. The microphone oper- 
ates on a power supply of 1.3 VDC in 
a temperature range of -17°C to 63°C. 
Its cylindrical shape measures 2.59 by 
2.59 millimeters. Available immedi- 
ately, the FG-3742-C also works in 
lightweight headsets. 

Emkay Innovative Products 


www.emkayproducts.com 


TDI Transistor Devices 
Power Solution 


¢ Field upgradeable and expandable 


* Operating temperatures range 
from -40°C to 60°C 
* Complete front-access design 


The new remote power plant from 
TDI provides up to 120 amps of +24 
volt DC power or up to 60 amps of 
-48 volt DC power for wireless and 
access market applications. The RPP 


incorporates a complete front-access 
design with all hot-pluggable mod- 
ules, including rectifiers, monitoring 
and control units, distribution ele- 
ments and battery management 
devices. All of the remote power plant 
modules are field upgradeable and 
expandable and have an extended 
operating temperature range from 
-40°C to +60°C. 

Telecommunications Power 

Systems Division 


www.tdipower.com 


CS! Fleet Telematics Product 


¢ Logs and analyzes vehicle 
performance data 
¢ Performs security functions 
¢ Employs automatic safety features 


CSI Wireless Inc., a company that 
provides advanced wireless and GPS 
technologies for automative, commer- 
ial and consumer markets, unveiled 
Asset-Link 100, a telematics product 
for fleet tracking and various safety 
and security applications. The product 
features compact telematics technolo- 
gy developed by CSI Wireless for use 
with the Microburst cellular network 
throughout North America and parts 
of Central and South America. Asset- 
Link 100 is the first of several telem- 
atics products to be introduced by CSI 
Wireless. 

CSI Wireless Inc. 


www.csi-dgps.com 


© Web browser 


¢ Instant messaging 


© E-mail 


Danger Inc. introduced hiptop, a 
wireless convergence device that 
delivers voice, Internet and multime- 
dia to the mass market. hiptop is a 
live device that seamlessly connects 
to wireless networks, providing con- 
sumers the freedom to browse the 
Internet, exchange instant messages 
and send and receive e-mail with 
attachments. Additional hiptop fea- 
tures include a full-featured phone, 
personal information management, 
entertainment applications and a 
camera accessory. 

Danger Inc. 


www.danger.com 


Airtuit BlueMoon 3.0 Software 


© Custom emulators 
© Built-in templates provide 
quick start functionality 
¢ Supports TCP/IP networks, 
CDMA, GSM, CDPD and i-mode 


Airtuit released its BlueMoon 3.0 
application server and development 
tool, which enables companies to 
develop applications that wirelessly 
integrate and extend their enterprise 
systems. Based on Java, an XML- 
based language, BlueMoon 3.0 is a 
middleware application server and 
development tool for wirelessly 
extending enterprise data to any 
mobile device over any network. 
BlueMoon software supports delivery 
of dynamic content such as company 
databases, Internets, intranets and 
extranets to any mobile device. 

Airtuit 


www.airtuit.com 


Motorola Two-Way Radio 
¢ Designed for heavy-duty industrial use 
¢ Shock, drop and temperature tested 
¢ Rechargeable battery lasts 
up to 15 hours 


Motorola's newest line of professional 
two-way radios, the XTN series, allows 
one-to-one or group communication at 
the push of a button. There are no 
phone numbers to dial and no monthly 
fees or services contracts. Designed for 
heavy-duty, everyday industrial use, 
these two-way radios are shock, drop 
and temperature tested. Their nickel- 
metal hydride rechargeable battery lasts 
up to 15 hours, and a newly designed 
chip and acoustic cabinet provides 
clearer audio at higher volumes. 

Motorola 


www.motorola.com 


¢ Integrated suite of RF system 
planning tools 
© Packaged on a convenient CD-ROM 
© Offers 16 product selection tools 


Andrew Corp. upgraded its 
Powertools telecommunications sys- 
tem planning software with IQ Master, 
a program that provides users with 
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product information and price quotes. 
The software lets users select from the 
complete line of Andrew products for 
radio-frequency subsystems. IQ Master 
then generates a bill of materials with 
custom, locale-specific pricing. It also 
imports bills of materials generated by 
other Andrew system planning tools. 
The new Powertools CD-ROM offers 16 
product selection tools suitable for 
the design of 3G, PCS, spread spec- 
trum and wireless systems, and well as 
broadcast and microwave transmission 
systems, communications towers and 
earth station antenna systems. 
Andrew Corp. 


www.andrew.com 


Motorola VIO! Personal 
Communicator 


* Combines voice and 


data communications 
© Qwerty keyboard 
¢ Enables e-mail, instant messaging 
and SMS 


Motorola’s new V101 personal com- 
municator, available exclusively from 
Rogers AT&T Wireless, combines voice 
and data communications into a sin- 
gle compact device. The device con- 
verges a Qwerty keyboard with the 
convenience of a wireless phone for a 
multifunctional device that enables e- 
mail, instant messaging and short 
messaging services. 

Motorola Canada 


www.motorola.ca 


Ceragon EncryptAir Solution 
© Operates across multiple frequencies 
¢ High level of security 
¢ Supports integrated 


high-capacity services 


Ceragon Networks Ltd. is expanding 
its FibeAir product family to pump up 
security for the licensed high-capacity 
point-to-point wireless market. The 
company’s newest product, EncryptAir, 
is an advanced security solution that 
integrates an encryption mechanism 
based on the data encryption standard 
algorithm, which is built into Ceragon’s 
FibeAir system. Ceragon’s solution 
encrypts data at channel rates of 155 


Mbps and above and supports secure | 
connectivity over SDH/SONET, IP and 
ATM network protocols. Heightened 
security is provided while maintaining 
the wireless system’s performance. 
Ceragon’s solution is user friendly and 
operates across frequencies of 13 to 38 
GHz, while meeting ETSI and FCC stan- 
dards. EncryptAir's DES implementation 
has been validated by the National 
Institute of Standards and Technology. 
Ceragon Networks 


www,ceragon.com 


Broadcom WLAN Chipsets 
¢ Implements the IEEE 802.11b 
standard 
© Standard digital CMOS process 
¢ Integrated, two-chip solutions 


Broadcom Corp/s new all-CMOS, 
direct conversion wireless local area 
networking chipset solutions use the 
IEEE 802.11b standard. The WLAN 
offerings, the Broadcom BCM2051 2.4 
GHz direct-conversion radio and the 
BCM430x family of baseband proces- 
sors, contain a number of innovations. 

The integrated, two-chip solutions 
employ a direct-conversion radio archi- 
tecture that minimizes cost, number of 
components and footprint while 
improving product reliability. The 
medium access controller designed 
into the Broadcom baseband proces- 
sors provides hardware-based security 
that meets various customer needs 
across market segments. In addition to 
the 40-bit encryption specified by the 
IEEE 802.11 wireless equivalent priva- 
cy standard, the BCM430x family 
includes hardware support of the 128- 
bit extension of WEP, 802.1x, tempor- 
tal key initiation protocol as well as 
the advanced encryption standard pro- 
tocol planned for the forthcoming IEEE 
security specification. Hardware sup- 
port of encryption/decryption improves 
performance and significantly lowers 
host-CPU utilization in both client and 
access device configurations. 

Broadcom Corp. 


www.broadcom.com 


Submission 
Information 


Have a new product or 
service offering? Send new 
product releases and high- 
resolution photos to 
Wireless Week Associate 
Editor Aleah Mickelson at 
amickelson@cahners.com. 

Products in this section 
have not been tested by 
Wireless Week, and Wireless 
Week is not liable for perfor- 
mance claims. 
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Salesman To The Stars 


ony Martinez’s official title is senior major account repre- 
sentative, but at Cingular Wireless he’s known as “salesman 


to the stars.” 


Martinez, a 10-year wireless industry veteran based in Los Ange- 
les, boasts a client base of 500 big-time celebrities, including Stephen 
Spielberg, Brad Pitt and Gwyneth Paltrow, who have signed up for 
Cingular’s wireless data services through him. 

Because directors ban ringing mobile phones on film sets, data-en- 
abled devices can be a communication lifeline for actors, screenwrit- 
ers and others. Paltrow is said to use a Research In Motion Ltd. device 
to keep her agent and others apprised of her constantly changing sched- 


ule. A “West Wing” writer used his 
RIM to rewrite script scenes while 
skiing at Big Bear in California. 

Major film studios and talent 
agencies are among Cingular’s cor- 
porate customers, and of those 
working in the film and television 
industries, Martinez says: “They all 
have one. Each one of their assis- 
tants has one. And they can have 
one to four assistants.” 

Martinez contends a strong sell- 
ing point for Cingular’s wireless data 
service is its quick message deliy- 
ery (on average about 10 to 20 sec- 


onds). Another perk: The sender is always notified when a message 


has been received and read. 


Recently, Martinez was in Park City, Utah, for the Sundance Film 
Festival to drum up more interest in Cingular’s wireless data services. 
The carrier outfitted limo drivers with RIM devices to arrange pick- 
ups and work around stars’ itinerary changes. 

Though he focuses on the business side of marketing, Martinez’s 
name has gotten around and celebrities routinely seek him out when 


they want a RIM device. 


Actress Juliette Lewis, known for her stints in “Natural Born Killers” 
and “From Dusk Till Dawn,” receives an LG InfoComm TP-5200 handset 


at the recent launch party for Crunch magazine at New York's trendy 
Spa Bar. LG InfoComm, which unveiled a series of 1xRTT handset in 
December, co-hosted the party as part of its national consumer adver- 
tising campaign targeted at urban consumers. 


©PHOTO COURTESY OF CINGULAR WIRELESS 


“Their agents get a hold of them this way. Their producers get a 


hold of them this way,” he says. “It’s a pretty easy sell. Everyone has 
them. It’s become a little community. You’re not cool if you’re not in 
the community.” 1 


—By Deborah Méndez-Wilson 


EVYTNG U ND 2NO ABT TXTG ;-) 


ndrews McMeel Publishing is trying to teach Ameri- 

cans a new language: texting. The book company is dis- 

tributing several little tomes that spell out the finer in- 
tricacies of short messaging 
service to youths. In one book, 
students learn how to cheat 
wirelessly: “WTS THANSR 2 
Q2 TXT ME.” Translation: 
“What’s the answer to question 
two. Text me.” 

London-based Planet Books 
Ltd. conceived the Get Texting series and grants publishing li- 
censes on a market-by-market basis. The series is available at 
several U.S. bookstore chains and at online and college book- 
stores. Other books in the series include “Keep Texting,’ “Love 
Texting” and “Total Texting.” Another title, “Get Messaging,” 
targeting young adults, will debut this spring. 

Andrews McMeel is eager to cash in on the expected popu- 
larity of SMS in the United States. “There have been a num- 
ber of books, including ours, published [in the United Kingdom] 
on text messaging, and they have been featured in the best sell- 
er charts virtually continuously for the past 14 months. We see 
the trend continuing for the foreseeable future,’ says Planet 
Books spokesman Stephen Paul. 

Paul says the books, part dictionary and part phrasebook, tar- 
get the early adopter “tweenage/teenage” market. 

“Texting has become effectively the first language of 
teenagers, who have embraced it as their preferred means of 
communication with their friends,” he says. M1 

—Deborah Méndez-Wilson 


Wireless Valley Communications 
Inc’s founder, chairman and CEO 
Theodore Rappaport will join the 
University of Texas in Austin as 
the William and Bettye Nowlin 
Chair in Engineering in the fall. 

Sd 

Current Analysis named Stephen | 
Peck senior vice president and 
CFO. He previously served as CFO 
of American Mobile Satellite, 
renamed Motient Corp. 

e 

Susan Monahan is the new 
director of GSM North America, the 
North American regional interest 
group of the GSM Association. 

e 

HiddenMind Technology Inc., a 
mobile application platform 
provider, named Ken Walters as 
president and CEO. Walters will 
replace former CEO and chairman 
Ken Tyra, who will remain as 
chairman of the board of directors. 

Global Communication Devices, a 
supplier of highly integrated semi- 
conductor devices for wireless net- 
working applicationss, appointed 
Kenneth 0 as CTO. 


PECK / CURRENT ANALYSIS 


For more personnel 
announcements, go to 
WirelessWeek.com and 

click on FaceTime in 

the lefthand column. 
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Products and Web Sites 
You Dont Want lo Miss 


Wireless Week is committed to keeping its readers informed about the latest products, services and web sites for the wireless marketplace. We’d like to call your attention to a 


showcase of very special products brought to you by Wireless Week advertisers. Feel free to call them directly or visit their Web sites using the information in this special section. 


PRODUCT SHOWCASE 


o>) ly ee Papin tee: poe 
Boole Gase 
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Search Wireless Week 
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Register | Investors shouldn't expect any relief for thelr battered portfolios dobsare Ful 


Check out these products on 
the Wireless Week Web Site 


www.wirelessweek.com 


For information on advertising in the Product and Web 
Showcase in print and on the web, call Miene C. Smith 
at 1-800-238-2109 or fax to 1-617-630-3925. 


Product and Web Showcase 
800-238-2109 © www.wirelessweek.com 
275 Washington St. © Newton, MA 02458 


PRODUCT SHOWCASE 


AVAILABLE FOR: 
Motorola: Startac, — 
Vader, Timeport and 
Talkabout series. 
Nokia: 3000, 5000, 6000, 
7000,8000 series 
Ericson:T28,T38, R300 — 
Please check with us for 
new models coming soon! _ 


(718) 435-9700 
Fax: (718) 435-5704 


corporation 


BYzZtek| | 


PRODUCT SHOWCASE 


Ly 
Comprehensive Systems for Wireless Retailers Everywhere. 


All CellSell® systems include fully integrated 
accounting. The CellSelf® suite of systems is 
comprised of 5 major products: 
Cel[Sell® 32, CellSell® 32/TS, CeltSell® LIGHT, 
CellSell® 32 Enterprise and e-CellSell® 


Detailed information on each product is available 
by visiting us at www.celisell.com 


—— CellSell*; 


Wireless Retailers Need Accounting Software 
Designed for Wireless Retailers 


www.cellsell.com 
CeliSell® accounting systems have been helping wireless retailers achieve success 
in business for the past 10 years. Here is what one such wireless retailer recently 
had to say. 


“Replacing our previous cellular management software with CellSel® was the best 
thing we did for our business in years. The general ledger and financials are so well 
integrated with it's point-of-sale, accounts receivable and inventory features that it 
has enabled us to track our company’s overall profitability and performance right 
down to the salerep level. CellSelK® has helped us to seamlessly migrate from a 
smail retail operation, to the biggest single Rogers AT&T dealer in Canada. For us 
double entry accounting is a thing of the past. | would recommend CellSel® to any 
wireless business looking to improve operations”. 


Derek Whitehouse 
Accountant CGA- Planete Mobile 


Get the Right Software! 


Scopyright 2001 Worthware Systems international inc 


Welcome OEM / ODMs 


Communications you can rely on 


PRODUCT SHOWCASE 


www.fonotec.com 


Fonotec 


MtetRamenai ine) January 8 - 11, 2002 C € InkTec Co., Ltd. 
<= T et Booth No, 30296 1S0 900} 1124, Shingi-dong, Ansan, Kyungki, 425-839, Korea 
CES | | International Gateway }x¢\ g0j}] Tel +82-31-493-7388 Fax: +82-31-492-2041 


Hilton, Las Vegas =} E-mail: inio@fonotec.com 


PRODUCT SHOWCASE 


Electronic Paging Products, Inc. 


MOTOROLA Quality Products 
“Old-Fashioned” Customer Service 
Reliable Information 


Competitve Pricing 
Central Location 


MOTOROLA 


Authorized Paging Distributor 


Electronic Paging Products, Inc. 
888-780-7405 (Sales) * 888-780-7404 (Fax) 
333 SW 9th Street, Suite F © Des Moines, IA 50309 
www.epagingproducts.com 


BUSINESS OPPORTUNITIES ¢ CAREER OPPORTUNITIES * EQUIPMENT MARKETPLACE * EQUIPMENT ACCESSORIES ¢ EQUIPMENT 
WANTED © EQUIPMENT REPAIR ¢ LICENSING ¢ PRODUCTS AND SERVICES © PROFESSIONAL DIRECTORY © PUBLICATIONS * SOFTWARE © TOWER SPACE TRAINING 


CALL MIENE C. SMITH 1-800-238-2109 


Sup 


aa — Phone Deals 
Broadband oe ; 
Technologies : — €SEAE EE ESS EE y 
Turn to the Blue Box people for the best deals 
e5 gigahertz on new, used, and remanufactured wireless 


spectrum 4 AYVAY 4 phones—available anytime—ONLINE 


e Video. Voice. 
Data At Magis Networks, we're doing more than pushing The Wireless Source website is the 


the boundaries. We’re redefining them. Every day. one-stop shop where you can: 
Come discover an opportunity of a lifetime. Find * Buy wireless phones 
your future, here and now, ¢ Explore our vast inventory 


g ¢ Compare products and prices 
© Director of Product Support and * Check your order status 


Development ¢ Find web-only specials 


Systems Director Visit www. TheWirelessSource.com 
RFIC Designers or call 1-800-527-4700 


Technical Program 


Wireless: 
¢ Less Expensive 
© Guaranteed 


Manager/Project Engineer 


magis 


Apply at www.magisnetworks.com EOE 


FINANCIAL ANALYST 


Full time. Competitive salary 
offered. Requires Bachelor degree 
in Finance and 6 months experi- 
ence. Education or experience to 
include use of or training in 
Hyperion financial reporting com- 
puter software systems. Must have 
proof of legal authority to work 
permanently in the U.S. Send 
resume to: John Lee, Total Cellular 
Solutions, Inc., 6806 North Ave., 
Chicago, IL 60707. 


telecom 


s\ 


Call Toll Free: 1-877-560-7700 In New York: 1-631-777-2277 wate com 


connections 


executive search consultants 


wireless recruiting specialists 


[Y] High Quality and Low Prices 

[Y] 1000's of Phones in Stock: CDMA, TDMA & Analog 

[/] Leading The Industry Since 1987 

We Buy & Sell New & Used Phones © Accessories 
www.cellam.com 

(619)624-2404 FAX (619) 624-2575 


CALL NOW FOR OUR LATEST FAX LISTING! 


Contact George Orr 
Austin, Texas 
30 years experience in wireless 


512-261-3290 Fax: 512-261-3278 
e-mail: gorr@telecomconnections.com 


Visit us online anytime 
www.telecomconnections,com 


visit: www.wirelessweek.com 


FOREST 


WithtEss™ 
We Buy & Sell 
New, Refurbished & Used 
Cellular Phones & Accessories 
Audiovox, Nokia, Motorola, 
Kyocera, Phillips, Sony, 
LG, Ericsson, Qualcom 
Analog, CDMA, TDMA and GSM 


Ph: 305-436-8888 ¢ Fax: 305-436-8889 
e-mail: sales@rforest.com 


E-mail Our Classified Team 


Wireless 
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mchatfield@cahners.com Wi r : p S S 


WEE K), 


www.rforest.com 


Buates terete eve 


Unlimited 


Unlimited 


_ Modular design adapts to all mall _ UL approved components _ Large display and storage capabilities 


tenant requirements 
_ Locking cabinets 


_ Optional security systems 


~ Installed across North America 


Kiosko, Inc. offers full service design, manufacturing, and installation of sales Kiosks for wireless service 
providers nationwide. Kiosko has developed a modular Kiosk system, which provides the framework to cus- 
tomize units to fit space, design, and financial parameters. Authorized dealers for Verizon, Cingular, AT&T, 
Nextel, Voice Stream, and Roger's Canada are improving per month activations in over 200 locations with 


Kiosko’s modular Kiosk design. 
10’ X 15’ Cabinet Island 8’ X 10’ Wall Kiosk Showcase Octagon 


For more information and to view kiosk options visit us on line or call. 


www.kioskousa.com 1 802 886 3030 Kiosko Inc. 465 Pennell Road, Chester, VT 05143 


EQUIPMENT MARKETPLACE 


EMPLOVEE TRAINING 


Super Fair 
Cellular 


(313) 341-0900 


QUALCOMM 820...... $35 
STAR TAC 7868 


Minimum of 20 Phones 
CALL FOR AN EXTENDED LIST! 
CARRIERS E-MAIL YOuR LIST 


OF EXCESS INVENTORY TO 
JASONNAJOR@AOL.COM 


EQUIPMENT 
WANTED 


ea WE BUY NEXTEL bY 
We Purchase All IDEN Models. 
PAY TOP DOLLAR! 


Call Reliable Communications 
Toll Free @ 877-257-2346 


EQUIPMENT 
FOR SALE 


Refurbished Cellular Phones 


New OEM Accessories 
Below Wholesale Prices 
TDMA - CDMA - ANALOG - TRI-MODE - PCS 
B & W Electronics 


Phone: 800-228-1005 Fax: 520-772-1104 


{NOTICE ! 
SAVE + SAVE « SAVE 


iy av @ e 
Califania Radio 
www.californiaradio.com 
Order On-Line Now!! 


¥8 Radiuy 


800-231-0103 = 


ws 
E-mail Our 
Classified Team 


mchatfield@cahners.com 
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Refurbished ae 


gi 190 (Pcs) LOCKED Wireless sales training comic | 


“Consultant Edmond Legum takes the sober and 
preachy out of sales training. e The book is 
stimulating enough to appeal to 18-to-23 
year-olds, who dominate the front lines. 

e A novel approach to showing salespeople 


otorola, Nokia, Ericsson 


All sre individually packaped in plain white box 
including user instructions, GSM Service & Repair. 
! www.comsig.com 


Call 800-423-2565 * Fax 661-252-3100 


how to sell phones.” — Wireless Week 
“Fun « relevant « grabbed my attention « added 
humor e made me stop and think” —Customers 


On sale! 10 for $100 Check’em out on our Web site: |4 
Reg. 10 for $199.50 (4 


hownet.com| 


SOLARCOMM WIRELESS 
MOTOROLA, NOKIA, AUDIOVOX, LG 
ERICSSON, KYOCERA, SAMSUNG, ETC. 


WHOLESALE PRICES! 


PHONE: 866.SELL PHONES 
Fax: 480.945.5531 
WE BUY AND SELL, NEW OR REFURB! 


= . = 


Visit us at: www.solarcommwireless.com 


“For The Best Prices Under the Sun” 


IMPRESS 
INFORM 
MOTIVATE 
PERSVADE 
EDUCATE 


Have you or your company 
ever been mentioned in 
this Cahners Publication? 
If so, you have a very powerful 
marketing tool at your finger tips. 


Let Cahners Reprint Services 
help by taking your unbiased, 
unsolicited editorial and turning 
it into a marketing piece 
that delivers real impact!! 


HERE ARE JUST A FEW WAYS YOU CAN 

MAKE REPRINTS WORK FOR YOU: 

e Trade Show Promotions 

¢ Targeted Direct Mail 
e¢ New Product Announcements 
e Sales Literature 

e Impressive Stockholder Information 

e Distributor Promotions 


REPRINTS ARE AVAILABLE IN 
VARIOUS FORMATS SUCH AS: 
e Editorial/Advertising Combinations 
e Self-Mailers 


_ I 
with a Reprint es 
¢ Post Cards 
f ¢ h e Wall Plaques 
rom a ners ¢ Table Top Displays 
e And More! 


Reprint Services 


© Cahners. 


REPRINT SERVICES 


1350 East Touhy Avenue ° Des Plaines, IL 60018 
(847)390-2361 © Fax (847)390-2798 
Reprints@cahners.com 


Call us today at 


(800) 323-4958 


and find out how to make 
Cahners Reprints work for you. 


UNITED STATES BANKRUPTCY COURT 
EASTERN DISTRICT OF VIRGINIA 
Alexandria Division 


) Chapter 11 Cases 
In re ) 
) Case Nos. 02-80125, 02-80126, 
) 02-80128 and 02-80129-RGM 
) 


MOTIENT CORPORATION, ef ai., 
Debtors. ) Jointly Administered 
NOTICE OF DEADLINE FOR THE FILING OF PROOFS OF CLAIM 
TO ALL CREDITORS AND PARTIES IN INTEREST OF THE DEBTORS AND DEBTORS IN POSSESSION HEREIN: 

PLEASE TAKE NOTICE that on January 10, 2002, Motient Corporation, Motient Holdings Inc., Motient Communications Inc., and Motient Services Inc., 
the debtors and debtors in possession herein (collectively, the “Debtors”) filed voluntary petitions for relief under chapter 11 of title 11, United States Code (the 
“Bankruptcy Code”) in the United States Bankruptcy Court for the Easter District of Virginia (the “Court”), Provided herein is a list of the names of each of the 
Debtors, their respective case numbers and the names under which the Debtors have conducted business in the past approximately six (6) years. 

PLEASE TAKE FURTHER NOTICE that, pursuant to an order of the Court dated January 11, 2002 and in accordance with Federal Rule of Bankruptcy 
Procedure 3003(c)(3) and Local Bankruptcy Rule 3003-1(A), all creditors of the Debtors, are required to file, on or before March 1, 2002 (the “Bar Date”), a 
completed and executed proof of claim form (conforming substantially to Official Bankruptcy Form No. 10) on account of any claim (as defined in 11 U.S.C. 
§ 101(5)) against any of the Debtors; provided, however, that, at this time, proofs of claim ARE NOT REQUIRED to be filed by creditors holding or wishing to 
assert claims against the Debtors of the types set forth in clauses (i) through and including (viii) below (“Excluded Claims”): 

(i) Claims listed in the Debtors’ Schedules or any amendments thereto, which are not therein listed as “contingent,” “unliquidated” or “disputed” and 

that are not disputed by the holders thereof as to amount or classification; 

(ii) Claims on account of which a proof of claim has already been properly filed with the Court; 

(iit) Claims previously allowed by order of the Court; 

(iv) Claims allowable under 11 U.S.C. §§ 503(b) as expenses of administration; 

(vy) Claims of non-Debtor direct or indirect subsidiaries of the Debtors; 

(vi) Claims of Debtors against other Debtors; 

(vit) _ Claims of parties to oral or written executory contracts or unexpired leases;' and 

(vii) Claims of holders of equities of the Debtors solely on account of such holder’s ownership interest or possession of equity interests.” 

Should the Court, in the future, fix a date by which the Excluded Claims must be filed, you will be so notified. 

PLEASE TAKE FURTHER NOTICE that if you have a claim against more than one Debtor you MUST file a separate proof of claim against each Debtor. 
You SHOULD NOT include claims against more than one Debtor on a single proof of claim form. Each proof of claim form must specifically set forth the full 
name and proper chapter 11 case number of the Debtor against whom the claim is filed and must be filed by delivering one original so that it is received on or 
before 5:00 p.m. Eastem Standard Time, March 1, 2002 by Bankruptcy Services LLC at one of the following addresses: 


Mailing Address Delivery Address 
Motient Corporation Claims Processing Motient Corporation Claims Processing 
c/o Bankruptcy Services LLC c/o Bankruptcy Services LLC 


P.O. Box 5015, FDR Station 70 East 55th Street, 6th Floor 
New York, NY 10150-5015 New York, NY 10022 

PLEASE TAKE FURTHER NOTICE THAT, EXCEPT WITH RESPECT TO EXCLUDED CLAIMS DESCRIBED IN PARAGRAPH (i) 
THROUGH (viii) ABOVE, ANY CREDITOR OF ANY OF THE DEBTORS WHO FAILS TO FILE A PROOF OF CLAIM ON OR BEFORE 
MARCH 1, 2002, ON ACCOUNT OF ANY CLAIM SUCH CREDITOR HOLDS OR WISHES TO ASSERT AGAINST ANY OF THE DEBTORS 
SHALL BE FOREVER BARRED, ESTOPPED AND ENJOINED FROM ASSERTING SUCH CLAIM (OR FILING A PROOF OF CLAIM 
WITH RESPECT THERETO) AND THE DEBTORS AND THEIR PROPERTY SHALL BE FOREVER DISCHARGED FROM ANY AND ALL 
INDEBTEDNESS OR LIABILITY WITH RESPECT TO SUCH CLAIM, AND SUCH HOLDER SHALL NOT BE PERMITTED TO VOTE ON 
ANY PLAN OR PLANS FOR THE DEBTORS OR PARTICIPATE IN ANY DISTRIBUTION IN THESE CHAPTER 11 CASES ON ACCOUNT 
OF SUCH CLAIM. 

PLEASE TAKE FURTHER NOTICE that the Debtors’ Schedules may be examined and inspected by interested parties during regular business hours at the 
offices of Bankruptcy Services LLC, 70 East 55th Street, New York, New York 10022. The schedules may also be examined during posted business hours at the 
office of the Clerk of the Bankruptcy Court, United States Bankruptcy Court for the Eastem District of Virginia, 200 South Washington Street, Alexandria, VA 
22314. The Schedules are also available for inspection through the PACER Information System at the Bankruptcy Court's website www.vaeb.uscourts.goy. 
Creditors that wish to rely on the Schedules shall have the responsibility for determining that their Claims are accurately listed therein. The Debtors’ Schedules 
will be available for inspection and examination after January 18, 2002. 

PLEASE TAKE FURTHER NOTICE that, in the event the Debtors amend the Schedules subsequent to the date hereof, the Debtors shall give 
notice of such amendment to the holders of Claims affected thereby and such holders shall be afforded thirty (30) days from the date on which such 
notice is given (or such other time period as may be fixed by the Court) to file proofs of claim, if necessary, or be forever barred from doing so and the 
affected Claim shall be forever discharged. Additionally, any such holder shall not be permitted to vote on any plan or plans for the Debtors or 
participate in these chapter 11 cases on account of such claim. 
Dated: Richmond, Virginia 

January 18, 2002 


BY ORDER OF THE BANKRUPTCY COURT 
THE HONORABLE ROBERT G. MAYER 
UNITED STATES BANKRUPTCY JUDGE 
McGUIREWOODS LLP 

One James Center 

901 East Cary Street 

Richmond, Virginia 23219 

(304) 775-4707 

Counsel for the Debtors as Debtors and Debtors in Possession 
Related Corporate Entities Filing Chapter 11 Petitions Case No. 
1. Motient Corporation 02-80125 
2. Motient Holdings Inc. 02-80126 
All Other Names Used by Debtors in the Last 6 Years 

American Mobile Satellite Corporation AMSC Sales Corporation, Ltd. 
American Mobile Satellite Sales Corporation ARDIS Company 

AMSC Acquisition Company, Inc. ARDIS Holding Company 

AMSC Ardis, Inc. Motient Communications Company 
AMSC Ardis Acquisition, Inc. Motient Communications Inc. 
AMSC Merger Subsidiary, Inc. Motient Corporation 

AMSC Skycell, Inc. Motient Holdings Inc. 

AMSC Subsidiary Corporation Motient Partner Inc. 

* Any party to any oral or written executory contract or unexpired lease is not required to file a proof of claim on or before the Bar Date for any claim under 
Such executory contract or unexpired lease. If such executory contract or unexpired lease is expressly rejected, the claimant will have thirty (30) days from the 
date of rejection within which to file a proof of claim, including rejection damage claims. 

? If necessary, the Debtors will seek a bar date for filing proofs of interest by separate motion. 


Related Corporate Entities Filing Chapter 11 Petitions Case No. 
3. Motient Communications Inc. 02-80128 
4. Motient Services Inc, 02-80129 


Motient Services Inc. 

Motorola ARDIS, Inc. 

Motorola Ardis Acquisition, Inc. 

Motorola DRN, Inc. 

MR Acquisition Corp. 

Personal Communications Satellite Corporation 
Radio Data Network Holding Corporation 


PBI Paging Inc. 


ARIZONA'S PREMIER 
TOWER FACILITIES 


Contact Rick or Charlie Bonifasi 


ANTENNA SITES, INC. 
800-346-7224 
www.antenna-sites.com 


New NIXXO Platinum Pagers $24 On 
New NIXXO Maxima Pagers $40 FREQ 
Used Motorola Pagers $7 & Up 
1-877-631-8884 Robert 


Ask About Quantity Pricing 95 


eel 


Cellular aim 
© ON TIME DELIVERY 
* PRODUCT GUARANTEE 
* GLOBAL CUSTOMER BASE 


=u 


* HIGHEST QUALITY MATERIALS 


pager labels 2-way radio labels 
red cellular labels | computer labels 


cD | : : 
dome labels void material 
LABEL 
graphics 


and much more 


* fast service 
« small quantities 


800.652.235| fax 561.790.7721 


| 1298 Roselynn Way, Lake Worth, FL 33467 
abelgraphicsinc.com 


¢ full art dept. 
e free samples 


With Wireless Week 
Classified Ad 


Call Classified Sales 
800-238-2109 
or Fax: 617-630-3925 


Wireless 5 
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Anchor Graphics Marketing, Inc. 
"The Label Experts" 


GMD Paging « 
enh 
sts! ) 


oN \. in the Label Industry! 
SA © CUSTOM 
a ae . 4, 2 ° NEXTEL 
—A——_~ * HEAD SETS 
ar ¢ ESN LABELS 


e ‘CES BOOTH 13444 « TELEPHONE CARDS 


* EXCEPTIONAL CUSTOMER SERVICE 


* LOGO’S DESIGNED @ NO ADDITIONAL CHARGE 
1425 LeMay, Carrollton, Tx 972-242-0439 * 800-875-7859 www.ANCHORGRAPHICS.com 


“ AGMI ” 
yee ’ “The Rare Breed” 


RETAIL GIFT CARDS 
PORTABLE RADIO'S 
¢ BARCODE PRINTING 


ONLY 


E-mail Us: 


mchattield@cahners.com 


TO advertise in W/IRELESS W/EEK’S Classified Marketplace call 
Miene C. Smith at 1-800-238-2109 


(Gi 


EAVSOll7-O30-3925 


Send materials to: WIRELESS WEEK, INSIDE SALES 
275 Washington Street, Newton, MA 02458 


Visit our website: 


www.wirelessweek.com 
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Do you have a great product or website? 


If the answer is yes, then what you need is exposure. 
Highlight your product or website in Wireless Week’s newest section 


The Product & Web Showcase 


The Product & Web Showcase is a weekly segment 
that includes not only print advertising in Wireless Week, 
but also on our website at www.wirelessweek.com. 


Don’t miss out on this exciting advertising opportunity in the 
February 18, 2002 Issue 


Space Close: February 6 ¢ Materials Due: February 7 


The Product & Web Showcase includes all of the following: ee 


PRINT WEB "Newikonotec 


° 1/9 page ad (3” X 4”) e A photo of your product or website able Handsfree Ear Set 
¢ 4 color photo image of your product : 
or website 


e A company or Product description Sal 
containing up to 50 words of text 


¢ Company Logo e Company contact information 


e A Company or Product description 
containing up to 50 words of text 
¢ Company contact Information www.wirelessweek.com 


averaging over 500,000 visits 
per month 


e A hot link with your company’s URL 


Wireless Week’s current 
circulation: 37,760 


PRICES Ee 


J 4 week run - $3,180 GC 26 week run - $15,470 x 
J 12 week run - $8,340 GC Annual run - $25,740 eooacue 


See p. 25 for more examples. 


Contact Miene C. Smith for more details. 
(P) 800-238-2109 (F) 617-630-3925 
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Staying Power 


Over 150 years of combined experience forms the foundation for Wireless Week’s award-winning editorial superiority. 


Wireless 


THE WIRELESS AUTHORITY” 


1/28/02 | INDUSTRY STOCKS 


For Real-time Stock Quotes, Go To WirelessWeek.com 
CHECK COLUMN AT RIGHT FOR PORTFOLIO INDEX STOCKS 
EXCHANGE/ 1/24 1/17 PERCENT 52-WEEK 52-WEEK WIRELESS WEEK PORTFOLIO INDEX 
COMPANY NAME TICKER SYMBOL CLOSE CLOSE CHANGE HIGH LOW 
CARRIERS 
AIRGATE PCS NAS/PCSA 27.65 27.54 0.40 60.44 20.55 $15,000 
ALAMOSA PCS NYSE/APS 7.60 7.17 6.00 20.00 6.35 
ALLTEL CORP NYSE/AT 58.46 57.24 2.13 68.06 49.43 $12,500 8 
AT&T NYSE/T 18.49 18.37 0.65 25.15 14.75 bs 
| AT&T WIRELESS GROUP NYSE/AWE 11.60 12.00 -3.33 27.30 10.77 8 
BELLSOUTH CORP NYSE/BLS 38.20 38.90 -1.80 44.19 36.26 $10,000 : 
BRITISH TELECOM PLC NYSE/BTY 33.30 35.25 -5.53 42.40 33.00 
CENTENNIAL CELLULAR CORP NAS/CYCL 9.30 10.02 -7.19 20.50 7.08 $7,500 
CENTURYTEL INC NYSE/CTL 32.00 30.28 5.68 37.00 25.45 
DOBSON NAS/DCEL 7.31 7.42 -1.48 22.44 6.27 
GRUPO IUSACELL SA DE CV NYSE/CEL 4.24 4.25 -0.24 12.90 2.05 $5,000 
MCI WORLDCOM NAS/WCOM 12.55 13.15 -4.56 23.06 11.50 
MICROCELL TELECOMMUNICATIONS NAS/MICT 1.81 1.80 0.56 25.94 0.80 o— LE a a CE 
MILLICOM INT'L CELLULAR SA NAS/MICC 11.36 10.62 6.98 32.38 7.90 11/15 11/28 12/6 12/13 12/27 1/3 1/10 1/17 1/24 
MMO2 PLC NYSE/0OM 11.60 12.45 -6.83 13.22 10.65 
NEXTEL PARTNERS NAS/NXTP 6.95 8.00 -13.13 22.50 4.35 i Z 
ORBITAL SCIENCES CORP NYSE/ORB 6.20 4.50 37.78 8.59 1.20 Sh D p 0) FE g C 
PRICE COMMUNICATIONS NYSE/PR 18.96 19.11 -0.78 20.35 15.00 ares 1 n arm n S on ce rns 
QWEST NYSE/Q 13.00 12.81 1.48 45.75 11.08 
ROGERS CANTEL MOBILE COMM. NYSE/RCN 13.57 13.90 -2,37 20.07 9.05 Exchange/ = 1/24 1/17 _—s Percent’ «= 52-week — 52-week 
Company Name Ticker Symbol Close Close Change High Low 
RURAL CELLULAR CORP NAS/RCCC 12.13 13.25 -8.45 52.61 10.47 SBIR Mtoe Se Ne Wo ESS ll ata SC Soe CO tr Se a 
SBC COMMUNICATIONS NYSE/SBC 36.40 36.88 -1.30 51.24 35.12 
TELECOMMUNICATIONS SYSTEMS NAS/TSYS a 3.80 4.84 -21.49 9.38 0.90 AGILENT TECHNOLOGIES NYSE/A 28:79 129-37 ed O7, 57.38 18.00 
TELECORP PCS NAS/TLCP 10.28 10.73 -4.19 24.69 9.41 AMERICAN TOWER CORP NYSE/AMT «6.16 =—s«6.39-S 3.60 = 3:7.25 90 
— PCS orn a er rer — — wer LEAP WIRELESS INT'L NAS/LWIN 14.95 15.81 -5.44 46.69 12.70 
UBIQUITEL : : k ; : Sea ER ESS eset ee oa ser eh i atmenen arn 
US UNWIRED NAS/UNWR 7.59 7.33 3.55 13.49 5.56 NEXER Sooo NAS INATE 5 Se Ge Bi BeOS Sere Rir otro ODO 
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OPINIUON 


The Heart Of LNP 


BY BILL MENEZES 
K, with regulatory deadlines getting closer 
and arguments reaching a fever pitch, it’s 
time to ask what the debate really is about 
when the subject is wireless local number porta- 
bility. 

Is it about enhancing competition in the wireless 
business, as a variety of self-appointed consumer 
groups claim? Is it about the efficacy of yet another 
costly mandate at a time when the business already 
is doling out huge sums to comply with other man- 
dates and to upgrade networks? 

Or is it about the mistaken notion that the govern- 
ment—the same one that brought you the idea that 
competition would flourish if incumbent local ex- 
change carriers were forced to open their lines to the 
now-dead competitive DSL providers—can enhance 
competition in a market that’s already competitive? 

The answer seems to be a bit of all three. 

Fundamentally, it makes sense that consumer or 
business subscribers who use the same phone num- 
ber for long periods of time would have an easier 


time availing themselves of carrier competition if 


allowed to retain their numbers. Nothing new there. 

But the question that logically follows this 
premise is whether forcing availability of LNP will 
enhance this competition. The record shows—in 
somewhat painful detail, given the churn figures 
carriers have been releasing ahead of their formal 
earnings reports—that competition is raging furi- 
ously in the wireless market. Of course, some cus- 
tomer turnover, such as prepaid churn, may not be 
the result of competitive factors. But it doesn’t take 
much squinting to see that annual churn in the 30 
percent range means customers are ready, willing 
and able to change their wireless service providers 
even without mandatory LNP. 

Do the major carriers worry churn could be even 
worse if customers owned their phone numbers? 
They'd be crazy not to. But the “consumer advo- 
cate” argument that this is a primary rationale be- 
hind opposition to forced LNP is a red herring: The 
consumer Call for this mandate is being made by a 
vocal minority, while the mass of subscribers al- 
ready are voting with their feet if they’re dissatis- 
fied with their service provider’s coverage, cus- 
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tomer support or pricing. 

Let’s look conversely at the track record of the 
wireline world. Half a decade after enactment of 
the 1996 Telecom Act, LNP for the mass market is 
a paper tiger; what good is the ability to port a num- 
ber when the average customer for the most part 
still has a choice of one local service provider? 

Finally, how about a little common sense re- 
garding the “consumer advocate” argument that 
the major carriers now oppose LNP because it en- 
ables them to hang onto customers who would bolt 
if allowed to keep their numbers. If that is the case, 
the loss of a customer by one operator is the gain 
of a customer by another. Doesn't it stand to rea- 
son that in an open LNP environment the big boys 
therefore either would bust their tails to improve 
customer retention by offering better value or be 
clawing over each other like crazy to steal cus- 
tomers from weaker competitors? 

I disagree with the major carriers on a lot of 
fronts, but not on this one. If mandates are neces- 
sary, let’s keep them confined to areas of public 
safety, law enforcement and number pooling. Let 
the market take care of competition. MM] 


Correction 

A photo caption in the Jan. 14, 2002, issue of 
Wireless Week misidentified the Sanyo phone model 
pictured. The model in the photo was the SCP-6000. 
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Top Execs Push Broadband 


BY ALLYSON VAUGHAN 


ASHINGTON—In a 
Vf ss last fall, FCC 
Chairman Michael Pow- 


ell said broadband is “on the tip 
of everyone’s tongue.” Now it’s 
in everyone’s ear, too, with a 
number of groups hosting broad- 
band talks in Washington, D.C., 
over the past two weeks. 


President Dick Cheney, Tom 
Ridge, director of the Office of 
Homeland Security, and senior 
congressional leaders, including 
House Speaker Dennis Hastert, 
to convey that message. 

The Computer Systems Poli- 
cy Project, which is an advoca- 
cy group that represents the in- 
terests of the computer industry, 


“We lead in many areas of technology, but 
broadband is not one of them. We'd like 
to see that change.” 


All the activity suggests com- 
panies are serious about sending 
signals to important policy-mak- 
ers in Washington that broadband 
access, including wireless broad- 
band, should be a priority for 
both government and industry. 

A group of high-tech CEOs, 
including Chris Galvin from Mo- 
torola, met last week with gov- 
ernment officials, including Vice 


also released a report last week 
to make its case for a national 
broadband policy. CSPP says 
regulators should make 120 
megahertz of spectrum available 
by 2004, with another 80 mega- 
hertz by 2010-and the spectrum 
should be globally harmonized 
where possible. 

The CSPP’s push for a na- 
tional broadband policy is near- 


ly identical to the one TechNet, 
which represents about 250 
high-tech industry giants, made 
here two weeks ago after re- 
leasing a report that asked the 
Bush administration to facilitate 
broadband deployment through 
tax incentives and the removal 
of regulatory hurdles. 

Nancy Victory, head of the Na- 
tional Telecommunications and 
Information Administration, calls 
broadband “‘a top priority” for the 
Bush administration. She says the 
technology could revolutionize 
how Americans use the Internet. 

Still, broadband adoption is 
slow here, and Canada, Korea and 
Sweden already have surpassed 
the United States. “We lead in 
many areas of technology, but 
broadband is not one of them. 
We'd like to see that change,” ex- 
plains Michael Dell, CEO of Dell 
Computer Corp. Many con- 
sumers have no choice of broad- 
band suppliers, especially in rural 
areas, adds Lars Nyberg, chair- 
man and CEO of NCR Corp. 


Verizon from page 1 


ond, has been recognized by the 
International Telecommunica- 
tion Union as a 3G technology. 
The first carrier to deploy 1X 
was South Korea’s SK Telecom 
in October 2000. 

Verizon expects data rates to 
range from 40 kbps to 60 kbps, 
says spokesman Jeffrey Nelson. 
Still, “that’s faster than my dial- 
up at home,” he adds. 

AT&T Wireless and Cingular 
Wireless, both of which have 
launched 2.5G networks in a few 
cities, have said they expect to 
start 3G services using EDGE 
technology by the end of 2002 
in some markets. 

Nelson says Verizon initially 
will offer two 3G-capable de- 
vices: the Sierra Wireless Air- 
Card 555, which slides into a 
laptop’s PCMCIA slot, and the 
Kyocera 2235, which requires a 
cable to connect to a laptop for 
data access. The former is priced 
at $299.99 and the latter at 
$79.99. The Kyocera phone 
is a tri-mode model that 
works across Verizon’s 
cellular/PCS/analog net- 
work. 

Guy says he was 
surprised Verizon did- 
n’t have more hand- 
sets to offer for its 


rollout. But consumers should 
have more choices soon. At 
least two more handsets are 
being tested on the network, 
Nelson says. One of those is be- 
lieved to be the LG InfoComm 
VX-1. The devices will be 
available at first through nor- 
mal retail channels, but cus- 
tomization also will be avail- 
able for enterprise customers. 
Nelson says business users 
likely will be the early adopters 
of the 1X network, but he de- 
clined to discuss exactly what 
kinds of services and marketing 
strategies Verizon will employ. 
Nelson also wouldn’t disclose 
the pricing of the service, but he 
says in the beginning, the carri- 
er will price data by the minute 
and there are plans for data-only 
or for combined voice and data. 
While some analysts have 
said Verizon had fallen behind 


For now, subscribers 
can choose from 
the Sierra Wireless 
AirCard 555 and the 
Kyocera 2235. . 


Sprint PCS in the wireless data 
arena, Nelson says today’s 
planned launch shows the car- 
rier “has the technological lead- 
ership in this country ... The 
proof is in the pudding.” 

Still, since both Verizon and 
Sprint PCS are using the same 
1X technology, Guy says they 
will have to differentiate them- 
selves with their coverage, ca- 
pacity, devices and pricing. 

Although the inclination is to 
think of the 3G carriers as mere- 
ly phone service providers, Guy 
says the AirCard option will at- 
tract a wide number of users 
who want mobile Web access. A 
Strategis Group survey last year 
showed 26 percent of wireless 
phone users also use laptops. 

If a lot of those laptop users 
sign up for Verizon’s 1X, it 
would answer some of the ques- 
tions about the true interest in 
3G. And if the proof, as Nelson 
says, truly is in the pudding, the 
industry may discover this year 
just how many consumers are 
hungry enough to eat. 


Only about 10 million U.S. 
homes have high-speed Internet 
access available, according to 
TechNet, which wants to get 
broadband at speeds of 100 
megabytes per second into 100 
million American homes and 
businesses by 2010. 

But as Kenneth Ferree, chief 
of the FCC’s cable services bu- 
reau, told participants at a broad- 
band conference last week, “The 
fact is there are very few true 
broadband applications that 
would generate consumer de- 


Lawsuit from page 1 


The complaint, originally filed 
in Denver District Court in De- 
cember 1999, seeks unspecified 
monetary damages for all con- 
sumers who may have been 
overcharged. One estimate says 
that number could reach more 
than | million customers. The 
judge who granted the case class 
action status last week ruled that 
only consumers who signed up 
for AT&T Wireless’ Digital One 
Rate service before March 1999 
might qualify. 

The case is drawing more na- 
tional attention to consumer dis- 
satisfaction over the delivery of 
wireless services and products. 
Watchdog groups claim they are 
fielding a growing number of 
complaints about service quali- 
ty, advertising claims and billing 
practices, and in October, the 
FCC reported it had received 
more than 3,000 complaints 
from wireless subscribers be- 
tween July and September of 
2001. Consumer advocates are 
hopeful such scrutiny will 
prompt wireless and other tele- 
com providers to establish clear- 
er billing guidelines and policies. 

Last March, a group of 22 state 
attorneys general launched an in- 
quiry into the billing, marketing 
and advertising practices of at 
least three major carriers, in- 
cluding Verizon Wireless, Sprint 
PCS and Cingular Wireless. Ten- 
nessee Attorney General Paul 
Summers reportedly is leading 
the effort, but a spokeswoman for 
his office would neither confirm 
nor deny such an inquiry is tak- 
ing place. Verizon disclosed the 
inquiry in a recent SEC filing. 

Earlier this month, two New 
York City-area consumers filed 
a federal lawsuit against the top 
five service providers, accusing 
them of anti-competitive prac- 
tices. The attorney who filed the 
complaint has since dismissed it 


mand today.” For instance, near- 
ly 75 percent of Web users in 
South Korea access streaming 
media content regularly com- 
pared with about 25 percent in 
the United States. 

But whether consumers want 
it or not, the FCC is developing a 
broadband policy and has 
launched several proceedings to 
facilitate its deployment. That is 
the kind of government effort that 
CSPP envisions. After that, it is 
up to consumers to drive the so- 
called broadband revolution. 


but is expected to file a related 
suit in the coming weeks. 

Denver attorney Robert Hill of 
Hill & Robbins says about the 
Denver suit: “It’s important that 
all national manufacturers and 
providers [deliver goods and ser- 
vices] carefully and in compliance 
with their contracts. My clients 
feel that contract was breached.” 

Attorneys for AT&T Wireless 
have filed a motion to dismiss 
the case, arguing that the com- 
pany informs customers of its 
roaming rates, policies and spe- 
cial considerations when they 
sign up for service. An explana- 
tion of rates and charges on the 
company Web site says, “Due to 
delayed reporting between car- 
riers, wireless usage may be 
billed in a subsequent month; 
this usage will be charged as if 
used in the month billed.” 

At question is whether AT&T 
Wireless adequately informed 
customers of the billing practice 
before March 1999. 

In the lawsuit, Vastano claims 
754 minutes of airtime he used 
in October 1998 were applied to 
his November 1998 bill, result- 
ing in an extra charge of $188.50. 

“Everybody is used to landline 
where you make a call and it’s 
right there. There’s no handoff like 
there is in the wireless industry,” 
says AT&T Wireless spokesman 
Ritch Blasi. “Our bills are as clear 
as they can be. They outline the 
calls that are made and they out- 
line any additional charges.” 

While AT&T Wireless is fend- 
ing off legal claims against its 
billing practices, the carrier can 
at least claim one recent victory. 
The Council of Better Business 
Bureau’s National Advertising Di- 
vision determined that one of 
AT&T’s direct-mail advertising 
campaigns was truthful and ac- 
curate. A consumer had chal- 
lenged the campaign, arguing it 
was a “bait-and-switch” tactic de- 
signed to mislead customers. 


eZ CTIA 


Building the Wireless Future. 
Cellular Telecommunications & Internet Association 


The Evolution Continues! 
The growth of the wireless 
industry, and CTIA events, is 
astonishing. Now that we 
have achieved worldwide, 
mass-market acceptance— 
can the growth continue? 
Indeed it will. 
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@ A preview of what's to come... 


Wireless Lifestyles represents 


the next evolution of the 
Wireless industry—expanding 
in focus from “the device on 
the belt” to a broader market- 
place where wireless perme- 
ates everything we do, the 
way we WORK, the way we 
PLAY and the way we LIVE. 


Dr. Andrew Grove 


Intel Corporation 


Wireless Lifestyles encom- 
passes new and emerging 
product categories such as: 
Telematics, WLAN, Home RF, 
WAN/PAN, Fixed Wireless, 
GPS, Broadband etc.—where 
wireless is manifested in ways 
beyond just the cell phone or 
the PDA. 


This changes everything. 


Dr. Keiji Tachikawa 
Chairman of the Board President & CEO 
NTT DoCoMo, Inc. 


President Jerry Seinfeld 
Mikhail Gorbachev Wireless Gala 
Entertainment 


Wireless Lifestyles is the 
newest component of the 
worlds largest Wireless 
event—CTIA WIRELESS. 


www.ctiashow.com 


ORLANDO, FL, USA 


, “deadlines ee ships most orders 
fornext day delivery 


16 next time you are in the 

: field and realize you do t ha e everything you 
need to complete the job. . 

call hg Site Solutions. 
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A Division of Sabre Communications Corporation 


Toll free 1-§66-4-A-TOWER (065-428-937) 
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